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NOTICE. 
The offices of THE WESTERN UNDERWRITER 


CoMPANY in Cincinnati have been moved to | 


the Johnston Building, Fifth and Walnut 
streets, where the company has secured more 
commodious quarters. We will be pleased to 
receive our insurance friends in our new offices 
at any time. 


THE LIFE INSURANCE “KICKER.”’ 


THERE is perhaps no man in the life insur- 
ance business who becomes so disagreeable to 
his associates as the agent who is always 
grumbling of the treatment he receives from 
his home office. He seems to think that the 
powers at the home office are doing everything 
they possibly can against him. He believes 
that they turn down his best risks, make un- 
necesSary inquiries regarding an applicant and 
harass the agent in many ways. The agent 
hardly believes that the home office is his 
friend in any way. He talks to the agents in 
the business about it. He protests to his man- 
ager until the habit becomes chronic with him. 
Some agents make this mistake of believing 
that the home office is exerting itself to stop 
his progress. He forgets that the home office 
may have more information at its hand than 
he has. Its experience is larger, it looks at 
affairs from a high altitude, it has to con- 
serve the interest of all of the policyholders 
instead of one agent, it is endeavoring to do 
its duty to the various interests intrusted to 
its care. If the home office adopted the atti- 
tude of running counter to the agents its busi- 
ness would soon diminish to almost nothing. 
It is just as much to the interest of the home 
office to have risks accepted and pass muster 
as it is to the agent, and even more so. The 
home office is anxious to get good business 
and more of it. The agent has probably not 
the caliber, the experience or judgment to 
run a company. There is a great deal of dif- 
ference in soliciting an application and sending 
it on to the home office, than passing on it 
with an unprejudiced eye. 

rhere are times when the home office is 
unjust to the agent. There may be some nar- 
w gauged man who allows personal feeling 
) get the better of him or who is inclined to 
un things his own way without regard to the 
eneral good. These cases, however, are few. 
he home office run on such principles would 
not be successful. It would soon get out of 
gear. It is the duty of the home office and 
its pleasure to co-operate with the field and 
do everything in its power to assist rather 
han hinder the agency forces. The agent may 
me office looks at it from every viewpoint. 


grumbling agent has no business in life 
nsurance, 


UNIFORM CLASSIFICATION PLAN. 


WE are pleased to note the apparent success 
that is attending the promotion of an arrange- 








ment for uniform classification among a num- 
ber of Union companies. While it might seem 
that the question of unionism could well be 
dismissed in a manner so absolutely divorced 
from the business getting department of fire 
underwriting, and allow any company, regard- 
less of affiliation, to pool its issues, yet those 
who have the subject at hand believe it would 
not be expedient to permit non-associated com- 
panies to join the movement. 

We have often marveled at the hesitancy 
or even refusal of some companies to furnish 
their experience. The contention is that other 
companies might profit by this information. 
We scarcely believe that the experience of 
any one company, however important and ex- 
tensive may be its operations, could safely 
be used as a correct criterion. The results of 
different companies on the same classes, even 
in the same field, are frequently far from being 
similar. It would be unwise for any company 
to follow the trail of another single company 
because the latter has made money on a cer- 
tain class. Elements may contribute to the 
profit of certain classes of a company that are 
temporal or limited. The experience of a 
single company is valuable only so far as it 
can be used with many others to find the law 
of average. 

By using a uniform scheme, the tabulation 
of the experience of many companies will prove 
of value. We are getting fire underwriting 
on a more scientific basis. And when we speak 
of a scientific. we do not mean theoretical, 
but more logical and equitable methods are 
being worked out. When the reason of an 
action can be explained on grounds of judg- 
ment and experience, it is a ‘progressive step 
in establishing friendly relations with the pur- 
chasers of policies. The old hit and miss or 
guesswork plan is fortunately giving way to 
consistency. Experience tabulated in a way 
that can be used for future guidance is a very 
good teacher, and its lessons are so plain that 
“he who runs may read.” 

One reasonable objection has been raised to 
the bureau, and that is the multiplicity of or- 
ganizations and the attendant expense. In 
this case, the bureau later on may be merged 
with another and the same work be carried 
on. If bureaus accomplish satisfactory re- 
sults and furnish more than value received, we 
see no good argument for suppressing them. 
We hope the bureau will be established on a 
permanent footing and the wishes of its pro- 
moters be abundantly realized. 


ABANDONMENT OF PRUDENTIAL DEAL. 
THE announcement that the PRUDENTIAL IN- 


~ surance Company will not push its appeal 


in the case involving its merger with the FI- 
pDELITY Trust Company of Newark will be re- 
ceived with interest and satisfaction by the 
friends of the great PrupENTIAL. While the 
proposed deal had in it much to commend it- 
self to policyholders, yet we believe that so 
close affiliations with a trust company might 
become a dangerous tendency in American life 


insurance. Competitors would have a strong 
talking point, regardless of reasonable ex- 
planation. A life insurance company possess- 


ing, as it does, the savings of so many policy- 
holders, is peculiar in its structure and needs 
to be independent of all associations that might 
hamper it. The PrupeNntTiaL is doing much 
good, and it should be perpetuated along in- 
dividual lines. 


STAR FIRE SOON TO BEGIN. 

The new Star Fire Insurance Company of 
Louisville, which is being promoted by Arthur 
G. Langham, has all its stock subscribed and 
will be organized July 1. The stock is all 
held by Louisville people, a large number be- 
ing distillers and whisky dealers. 





SCOTTISH AMERICAN TO LIQUIDATE. 


Well-Known Chicago Lleyds Decides to Pay 
Return Premiums and Go Out of 
Business. 





The Scottish American Fire Association of 
Chicago, the Lloyds of which A. J. Salomon 
is attorney and manager, has decided to liqui- 
date and go out of business. All its business 
will be canceled immediately, and return 
premiums will be paid on presentation of 
policies to the office. 

This Lloyds has had a successful career 
since it started last August. It has about 
$1,000,000 in force, and its loss ratio ranges 
about 40 per cent. Mr. Salomon has made a 
good selection of business, and 
satisfied the underwriters. 

Most of the underwriters, however, hold 
stock in the Scottish National Insurance Com- 
pany, the new stock company recently organ- 
ized. Mr. Salomon was chosen assistant secre- 
tary. It is the wish of the Lloyds subscribers 
to limit their holdings to the stock corporation 
and have the management devote their energies 
to its upbuilding. The Scottish American has 
but few outstanding losses, which will be paid 
in a few days. It thus closes its career with a 
clean record. 


thoroughly 





UNDERWRITERS MUST PAY LICENSES. 


Important Ruling from Montana as to “An- 
nexes”—Must Be on Regular Company 
Footing. 





The New York Underwriters Agency has 
filed a copy of its agreement with Auditor 
Calderhead of Montana and has asked for 
blanks necessary to make application to enter 
the State for business as a regular company. 
Hitherto the underwriters’ agencies doing 
business in Montana have not paid the fees 
that are required of regular insurance com- 
panies, claiming that they were exempt from 
this because of the fact that licenses were paid 
by their parent companies. Auditor Calder- 
head has ruled, however, that they are on the 
same footing with the parent companies and 
must pay the same licenses and other fees. 
There are seven or eight of these underwriters’ 
concerns doing business in Montana and ail 
will be required to take out a license. 





ORGANIZING A NEW LLOYDS. 

It is understood that C. C. Reed, formerly 
of Clarke & Reed, managers of the Chicago 
Fire Underwriters, is organizing a new Lloyds 
with R. H. Garrigue, formerly western man- 
ager of the Merchants of New Jersey. 





GERIIAN AMERICAN PORCES PEASTED. 

The western department of the German- 
American banqueted its field force in the 
Washington Park clubhouse, in Chicago, last 
week. President Kremer of the company was 
present, and the occasion was a most delightful 
one. 





APPLICATION POR A RECEIVER. 

The application for a receiver for the Chi- 
cago agency of Munger, Ebbert & Co., on 
petition of W. H. Ebbert, will come up for a 
final hearing on Monday. This is to settle 
the affairs of the firm, as it goes out of exist- 
ence, and the partners are unable to reach an 
amicable settlement. Munger, Vokoun, Wet- 
more & Witherbee have taken over the com- 
panies and began business on Saturday. 





Edward Meinel, formerly secretary of the 
Eagle, will become connected with the under- 
writing combination in New York, consisting 
of the Assurance Co. of America, the Na- 
tional Standard and the Federal of Jersey City. 
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HE precarious character of employers’ 

liability insurance is more than ever 

demonstrated by an examination of the 
report of the insurance department of Illinois 
for the year 1902, recently issued. This report 
shows a temendous increase in the volume of 
premiums for liability lines, and demonstrates 
that Illinois is either second or third in impor- 
tance in the volume of business written, with 
total of over one million dollars in annual 
premiums, New York ranking first. 


Loss Situation Is Very Serious. 


The report shows, moreover, that in the mat- 
ter of losses the conditions in Illinois are mtich 
more serious than in any other of the States 
which have large volume of premiums, New 
York, Massachusetts, Illinois and Ohio being 
the leading States in the order mentioned. 

That the conditions in the State of Illinois 
should be so much worse than any other of 
the States mentioned, and the loss ratio so 
very much higher, is a matter of great surprise 
to those who are not in close touch with the 
liability business, and seems to call for the 
most careful study and prudent practices on 
the part of the companies’ representatives in 
this State. 

Heavy Losses for All Companies. 


The figures quoted in the table herewith 
published demonstrate that a heavy loss has 
been made in the State of Illinois by practically 
every company writing any volume of premi- 
ums, and in practically every year of each com- 
pany’s experience. 

This table gives seven years’ experience, and 
prior to 1896 the losses are said to have been 
even heavier, for the average rate was much 
lower; how much heavier cannot be definitely 
shown, as previous to 1896 the Illinois depart- 
ment did not require the liability companies 
to report their lines of business separately, and 
the figures as given in the departmental re- 
ports previous to that date embrace not only 
liability, but also accident, plate glass, steam 
boiler and other lines, which have tended to 
decrease the loss ratio in a company’s business. 


Two Alternatives for the Companies. 


Since 1896 the liability writings of the com- 
panies are reported separately, and the results 
are certainly such as to surprise and astound, 
not only the underwriters, but the policyhold- 
ers and public at large, for they point con- 
clusively to one of two necessary courses, 
either a still further and material increase of 
rates, or the retirement of those companies de- 
siring to operate on safe and conservative lines 
and make a profit on their underwriting, from 
liability business. 

It would seem to be certain that those com- 
panies which are bold enough to persevere in 
writing the business at present established 
rates, or at a cut from these rates (as some 
companies are attempting to do) must suffer 
very heavy losses for themselves and their 
stockholders if they do not actually endanger 
the interests of policyholders entrusted to their 
care. 

What the Table Shows. 


The subjoined table is taken from the report 
of the Illinois insurance department and com- 
prises the business of the eight leading com- 
panies writing liability insurance. The fig- 
ures of the other companies now writing a con- 
siderable volume of premiums, viz.: the Ocean, 
Travelers and A&tna Life are not given for the 
reason that these companies have not been en- 
gaged in the liability business in this State for 
a sufficient length of time to gain an average, 
for it is well known that it is only after a 
period of five or six years that the loss ratio 





on any given year’s business can be computed 
or estimated with any degree of certainty. 
Significance of the Figures. 

The total figures given at the foot of each 
company’s writings are the total premiums and 
losses, and it must be understood these figures 
do not take into consideration the unearned 
premium reserve, which is a material factor 
and which should be computed at about 50 per 
cent of the last year’s writings, nor the loss 
reserve outstanding on the books of the sev- 
eral companies for the numerous and heavy 
losses still unsettled of the past six years, in- 
cluding the large number of damage suits 
which are yet to be defended, and the losses 
which are yet to be paid resulting from the 
business of the previous six or seven years. 
These reserves can only be approximately esti- 
mated, but if these two elements are taken 
into consideration, and they are direct and 
tangible liabilities, it will readily be seen the 
loss ratio is increased to a material extent. 

Expense Ratios Not Included. 


It should furthermore be borne in mind 
that the ratios given cover only the losses 
actually paid to claimants and do not take 
into consideration the expense ratios, which 
average at least 45 per cent, and these expense 
ratios bear a large portion of the cost of ad- 
justing, investigating and defending claims 
and might properly be considered a part of 
the loss ratio. Thus a loss ratio of 70 per cent 
and an expense ratio of 45 per cent makes 
actual loss to the companies of $115 for every 
$100 of premiums written. 

Great Losses to the Companies. 


It is generally conceded by all companies 
having had eight or more years’ experience in 
Illinois that there is not only no margin of 
profit shown from the underwriting of liability 
lines, but that on the contrary a large amount 
of money has actually been lost, and by some 
it is estimated that the actual losses of the 
various liability companies during the past 
eight years in the State of Illinois is not far 
short of $1,000,000. 

It is certainly somewhat discouraging to the 
men who have given their time and effort to 
this business for ten years to be obliged to 
face such a result and such conditions as now 
exist, and it is feared that the future may 
have its new and increasing problems and 
dangers in connection with the recognized 
growing liberality of the courts and juries, par- 
ticularly in Cook county, in the increasing art 
of claim making, and last of all the recent 
new laws placed upon the statute books of the 
State of Illinois increasing the death limit. 

Career of Failed Companies. 


Referring again to the tables annexed, at- 
tention is called to the fact that three of the 
companies which show the largest loss ratio 
in the earlier years of liability insurance are 
not included. The companies referred to, viz.: 
the American Casualty Company, the Ameri- 
can Employers Liability Company and _ the 
Guarantors Indemnity Company, made disas- 
trous failures, and their losses added would 
materially increase the average shown in the 
table. That the claims of the companies as 
to deferred liabilities are well founded is 
proven by the showing of the Union Casualty. 
which although solvent and still continuing 
to write other lines of casualty insurance, re- 
tired from the liability business in 1899, and 
has continued to pay losses until the present 
date, still has a number of unsettled claims and 
shows a total loss ratio of 98% per cent for the 
seven years referred to. 


Calculation of an Actuary. 
A table recently published by the actuary of 





one of the liability companies takes as the 
basis a period of five years for any given 
policy or premium, and shows that the loss 
paid thereon for the first year should be in the 
neighborhood of 12 per cent; at the end of 
second vear this has grown to 25 per cent; at 
the end of the third year to 40 per cent; at the 
end of fourth year to 45 per cent, and at the 
end of the fifth year from 55 per cent to 60 
per cent. 

These ratios are computed from the experi- 
ence of one of the most successful companies, 
and the averages shown by the table referred 
to demonstrate that the total ratio of losses to 
the earned premiums of the several companies 
on an average is a much higher figure, and 
probably averages nearer 70 per cent. 

Losing Game for the Companies. 


It is difficult to understand why the com- 
panies should be willing to continue at what 
appears to be a “losing game,” but doubtless 
it is partially through ignorance, and perhaps 
partially from the theory of “getting the busi- 
ness on the books and tnen raising the rates,” 
which theory has never been put into success- 
ful practice in any branch of insurance. 

It is difficult to believe that policyholders in 
Illinois are any more unwilling than in any 
other location to pay a fair rate for adequate 
protection, and it is believed they will do so 
if the companies will insist upon it, and that 
they will prefer to insure with those com- 
panies whose business is written upon scien- 
tific and established principles and rates than 
with companies which are clearly taking the 
business at a loss and thus creating doubt as 
to the value of their protection. 

Ne Company Has Made Money. 


The figures quoted in the table are unques- 
tionably reliable and cannot be contested. They 
demonstrate that no company having had five 
years’ experience in the liability insurance busi- 
ness in Illinois can point to any actual profit 
with perhaps one exception, and that company 
has wisely kept its writings down to a mini- 
mum by a most careful selection of risks. 

It is but fair to the public and to the com- 
panies to sound this note of warning, with 
the hope that the companies and their agents 
will cease their disastrous competition in this 
State and unite to lift liability insurance to 
the plane it should occupy, and at least make 
the business equal to the records in other large 
States, which have been mentioned and give 
it a permanent standing in the community 
such as is enjoyed by the leading fire and life 
companies. 

Should Be Increase in Rates. 

That the companies cannot continue in this 
State at an average ratio of losses and expenses 
to income of 110 per cent needs no demon- 
stration. That an increase of rates and uni- 
formity of practices are necessary is proven by 
the figures given. 

There are honest and earnest men associated 


INSURANCE MEN! 


We are developing a plantation of 
bananas and rubber under contracts 
with purchasers of shares therein. You 
can sell these contracts and make big 
money. The work is right in your line. 
Write for terms and literature. 


THE AMERICAN-HONDURAS CO. 


207 The Arcade, CLEVELAND, OHIO. 
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with this business in the State of Illinois, who 
are pledged to see the elements of gambling 
and uncertainty eliminated from the business 
and the principles of correct underwriting ap- 
plied, to the end that the business may be writ- 
ten at least with safety, if not at a profit, to the 
companies. 
‘Experiences of The Companies. 

The following shows the experiences of the 

companies : 
LONDON GUARANTEE & ACCIDENT COMPANY. 


























Year. Premiums. Losses. Ratio. 
0 eee 128,425 $ 46,919 36.5 
ee rr 151,007 69,340 45.9 
a er 148,009 73,018 49.3 
Pe 175,505 93,165 53.1 
PY 600040 4050s 201,936 115,963 57.4 
See ee ere 226,125 131,765 58.3 
er ee 300,490 158,933 52.6 

» ry $1,331,497 $689,103 51.7 

FIDELITY & CASUALTY COMPANY. 

Year. Premiums. Losses. Ratio 
eer $ 152,115 $116,746 76.7 
CO ree 152,468 104,166 68.3 
rds dkwaksa oe 215,877 145,116 67.2 
| eee 163,419 177,145 108.4 
ae 160,372 126,138 78.6 
Sete dscccness 176,645 143,441 81.2 
Se Peer 226,608 143,718 64.7 

ee $1,247,504 $956,470 76.7 

EMPLOYERS LIABILITY ASSURANCE CORPORATION. 

Year. : Premiums. Losses. Ratio 
eas $ 50,971 $ 38,541 75.6 
| eer 1,086 38,685 94.2 
a 52,147 27,655 53.0 
WN 65. 0bs 686008 118,884 68,913 58.0 
en eee 107,570 90,438 84.5 
es ee 137,028 117,941 86.0 
PPR a batdeeews 243,185 139,687 59.4 

yo errs $750,871 $521,860 69.5 

STANDARD LIFE & ACCIDENT INSURANCE COMPANY. 

Year. Premiums. Losses. Ratio. 
Sr we beep vccic $ 9,425 $ 14,115 72.6 
BE 6 ave0scn sees 12,658 12,811 101.2 
Tre 12,089 12,403 103.0 
J eee 13,971 21,815 156.1 
so SERIE TE 14,695 7.558 51.5 
a, ee 14,228 13,715 96.4 
a 26,365 14,539 55.1 

TORS 606 4% $113,431 $96,956 85.5 


FRANKFORT MARINE, ACCIDENT & PLATE GLASS IN- 
SURANCE COMPANY. 


Year. 






































Premiums. Losses. Ratio. 
1896 33 0.4 
1897 18,816 48.1 
1898 16,940 25.7 
og SEO Te 52.78 49,955 79.6 
SORE awine o¥ 4% oe, 672 45,256 72.2 
Ss wikewquane d 2,137 38,019 72.9 
Se ean 72.350 44,533 61.6 
DORs sce x xe $362,432 $213,552 58.3 
UNITED STATES CASUALTY COMPANY. 
» Premiums. Losses. Ratio. 
a ep eee § 8,064 $ 2,985 37.0 
_ Ser ea 11,956 2,196 18.4 
Ce ee 10,385 2,194 21.1 
ESS 10,705 3,569 33.3 
ere. Pee 14,753 6,714 45.5 
th 20,037 6,314 31.5 
a Se ere 27,239 15,531 57.0 
ee en $103,139 $ 39,503 37.8 
UNION CASUALTY & SURETY COMPANY, 
Year Premiums. Losses. Ratio. 
1896. 0... es eeeee 76,842 $ 37,432 48.7 
ROG osaweeeeused 62,646 41,972 67.0 
LGD crew seceere 56,890 35,935 63.2 
SOOO swieemes eae’ 36 36,680 335.6 
908, at ks sweened 24,587 
IO i ccantesn eae 23,210 
Se ee ee 4,215 
, eae $207,314 $204,031 98.5 
MARYLAND CASUALTY COMPANY. 
Year Premiums. Losses. Ratio. 
on eee $ 36,745 x 929 2.6 
BSUO ss cc wsswicese 83,038 30, ot 37.3 
LN00.. os VGiusasax 79,676 59 47.2 
A, Bere ee ee 75,902 53, B46 705 
RDOS :,. «int commer 83,529 60,493 72.4 
Yotal....... $358,890 $183,560 51.1 
Grand total. .$4,475,060 $2,905,035 65.0 


Actual Less Ratio Is Computed. 
If 50 per cent of the premiums written in 
©o2 are deducted for reinsurance reserve or as 
nearned from total above shown the net 
corned premium will be $3,965,060. If a re- 
rve for unsettled losses is added to the losses 
‘d computed conservatively at two-thirds of 
tie loss payments made in 1902, the total 


COMPANY WANTED. 


Wanted the agency of a standard 
fire insurance company which will 
write good farm property. 

Apply to WILLIAM S. CROWE, 
Manistique, Mich. 








losses will figure approximately $3,290,135. 
This will make an actual loss ratio of over 
80 per cent, to which if added an average ex- 
pense ratio of 45 per cent is then shown a total 
expenditure of $125 for every $100 of premiums 
received, and on $4,500,000 of premiums a loss 
on liability underwriting of approximately 
$1,125,000, 
Include All Forms of Liability. 

It is further explained that these tables of 
liability premiums show all branches of liability 
business, including employers’ liability, public 
liability, elevator insurance, teams insurance 
and general liability on office buildings, stores, 
etc. 

It is stated that some of these lines have 
been written at a small profit and apparently 
at adequate rates, but it will readily be seen 
that this profit has been more than wiped out 
by the losses on other lines, particularly the 
employeis’ liability lines, and one or two con- 
servative underwriters have estimated that the 
actual loss ratio on employers’ liability business 
is not far under 150 per cent, and the loss on 
the business equal to nearly 50 per cent of all 
the employers’ liability premiums written in the 
State. 





COLOR LINE IS DRAWN AT SANDUSKY. 





Local Agents Object to the Appointment of a 
Negro by the Traders Insurance 
Company. 





The “unique position” which the Traders of 
Chicago has attained in the appointment of a 
colored agent in Sandusky, Ohio, is receiving 
its full share of comment, and the comment is 
of a character that makes the air blue and gives 
it the odor of sulphur. It is reported that Mr. 
French has made application for membership 
in the Sandusky board and has been turned 
down purely on grounds of color. The result 
of this is looked upon with some apprehension 
by certain field men, who know what Sandusky 
was in the past and are fearful of any disturb- 
ing influences there, however small they may 
be. An effort is said to have been made by a 
colored man named French to get into the busi- 
ness in Sandusky once before by buying out an 
agency, but when the field men got on the 
grounc they promptly refused to make the 
transfer. 

Regarding the appointment of Mr. French, 
a colored man, as its agent in Sandusky, the 
Traders states that Mr. French was recom- 
mended by the credit man of the well-known 
wholesale and retail house of Carson, Pirie, 
Scott & Co. of Chicago. Mr. French is a 
graduate of Yale, and is said to have a good 
real estate and loan business in Sandusky. 
Chicago firms have done considerable business 
with him in loans. The Traders is very much 
incensed that any discrimination should be 
made against him on account of his color. 





ILLINOIS LIFE’S BANK CONNECTION. 

The Illinois Life Insurance Company has 
acquired quite a large interest in the Western 
State Bank of Chicago, and its holdings will 
be greater in the Western Trust and Savings 
Bank, with which the Western State is to be 
merged. The Chicago insurance companies 
have never become a factor in banking circles 
to any great extent. The Illinois Trust and 
Savings Bank is back of the Traders Insurance 
Company, but the Traders has been no factor 
in the banking business. It is rather a good 
sign to see a growing company like the IIli- 
nois Life becoming affiliated so largely with 
a strong bank. 





GETS MICHIGAN ADDED TO HIS FIELD. 
Walter Conklin of St. Paul, special agent of 
the National Assurance of Ireland for the 
Northwest, has had Michigan added to his ter- 
ritory. He met Manager Kendall at Detroit 
last week, 





ILLINOIS SURPLUS LINE LAW. 


COPY OF APPLICATION TO BE USED. 





But Few Agents Have as Yet Taken Out a Li- 
cense— Affidavit to Be Signed by the 
Assured. 


Although the new Illinois surplus line law 
goes into effect July 1, only about a half dozen 
applications have been received by the insur- 
ance department for licenses. The big agencies 
in Chicago have made application, but none 
have come from cities outside of Chicago. The 
surplus lines outside of Chicago will be very 
few, and it is hardly likely that licenses will 
be taken out in these smaller cities. 

Criticism Has Been Made. 

Some criticism has been made as to the dis- 
crimination against regular companies by the 
operation of the canes line law in that out- 
siders can thus pay 2 per cent tax and be free 
from all insurance department and other re- 
strictions. However, the surplus line law seems 
to be the most practical way of dealing with 
outsiders. 

Application for a License. 


The following is the application for a sur- 
plus line license: 

To the Insurance Superintendent of the State 
of Illinois: 

___ ee rt rae ae Co apaer ere 
the undersigned hereby make application for a 
license to act as agent in the city of ......... 
EN FP eee , under and in 
accordance with the provisions of an act of 
the General Assembly of the State of Illinois 
entitled “An act providing for licenses to 
agents to procure fire policies in unauthorized 
corporations, providing for a bond to be given 
by such agents, and for a tax upon the re- 
ceipts of premiums received for policies so 
issued within the State.” Approved May 14, 
1903; in force July 1, 1903. 
We stipulate and agree that if such license 
shall issue, we will pay the tax imposed by 
said act, semi-annually, in January and July 
of each year, on the business written under 
authority thereof, during the preceding six 
months. 

That we will exercise care and diligence in 
order that insurance placed under authority of 
said license shall be procured from companies 
of reputation and good financial standing as 
contemplated by said act. 

That said license is not intended for and 
will not be used as a cover for transacting an 
agency business for unauthorized companies 
or for handling the business of or procuring 
insurance on the business of other agents or 
brokers not licensed under said act, but solely 
for procuring insurance on the proper business 
of our agency or firm which cannot be placed 
in authorized companies. 

And that a violation of these agreements or 
declarations, or any of them, shall be sufficient 
cause for revoking our license. 

Accompanying this application are official 
letters of recommendation from officers of 
three duly authorized fire insurance companies 
certifying to our responsibility and the pro- 
priety of our appointment as such agents. 

Respectfully, 


Affidavit to Be Used. 


The following is the affidavit to be used by 
the assured: 


Affidavit, made pursuant to the act of the 
General Assembly of this State, approved May 
14, 1903, and in force July 1, 1903, printed on 
the back hereof. 


STATE OF ILLINOIS, 
County of . 


duly sworn depose— ‘and 
say... —— ha— made 
diligent effort to procure from the insurance 
corporations duly authorized and licensed to 
transact business in this State, the amount of 
insurance required to protect the property lo- 
CNG BE DOR: bss Sa cdccsudess cis in the city of 
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GIVE REPORT ON KANSAS CITY 


COMMITTEE MAKES 





INVESTIGATION 





Flooded District in Fair Condition Although 
Water Has Rendered Other Communities 
Very Hazardous Physically. 





A committee of field men, consisting of 
S. E. Cate of the North British. chairman, 
John Shepherd of the Liverpool and London 
and Globe, A. R. Williams of the Union of 
London, Edwin Fulton of the Springfield, and 
Charles Walsh of the Westchester, have made 
a report as to the fire protection conditions 
of Kansas City, Mo. They visited the Tur- 
key Creek pumping station, where it was as- 
certained that the direct pressure at the station 
was 140 pounds and up town was 70 pounds. 
There was some discrepancy in the pressure 
as shown by the gauge in the engine house 
in the west bottoms. This is explained by the 
fact that the Holly reservoir supplies the west 
bottoms and one of the mains had been 
destroyed, therefore compelling the reservoir 
to furnish its supply by way of the Turkey 
Creek pumping station. 


Mains Full of Kaw River Wat: r. 


The mains were found full of Kaw River 
water, which was full of sediment and vege- 
table matter, which also caused difference in 
the pressure. The broken sixteen-inch main 
was promised to be restored this week. The 
committee states that it would be dangerous 
to permit the water in its present condition 
to enter sprinkler systems, and it would also 
be dangerous to permit it to come through 
the hydrants, because the water, being so 
muddy and full of refuse, might cause the 
bursting of hose when attached to hydrants 
for fire purposes. 

Sprinkler Systems Are Impaired. 

Sprinkler plants in the West Bottoms are 
out of commission at present on account of 
the flood, and the committee saw at once the 
critical condition that property was in. The 
committee did not wish to take any drastic 
action, but desire to impress upon property 
owners the necessity of complying with the 
requests that it should make. 

The members had an audience with Mayor 
Reed at Kansas City and pointed out to him 
the conditions in the West Bottoms. He in- 
structed the superintendent of the water de- 
partment to flush the mains and hydrants and 
to continue to do so until all the Kaw River 
water is flushed out. The committee expresses 
the opinion that when the water from the 
Turkey Creek reservoir is let into the pipes 
after the old water has been eradicated, the 
present conditions will be greatly improved 
and no further danger need be expected from 
the bursting of hose or hydrants. 


Condition of Earth Around Mains. 


The committee, of course, does not know 
the condition of the earth underneath some 
of the mains, although the superintendent of 
the water department does not believe that 
any bad condition exists, and is quite sure 
that the mains will not collapse under heavy 
pressure. The committee does not believe that 
the West Bottoms have sufficient water supply, 
but deemed it unwise at the present time to pre- 
sent this feature too strongly to the mayor. 

Tribute to Mayor Reed. 


The committee pays high tribute to Mayor 
Reed, who, they state, has a thorough grasp 
of the situation and offered to do all in his 
power to remedy the water supply. He has 
detailed policemen to patrol the sections where 
the committee suggested it might be advisable. 
There are now two steamers located in the 


West Bottoms as an auxiliary to the pressure. 


The following are the plants whose sprinkler 
equipments are not yet in commission: 
Loose-Wiles Cracker and Candy Company, 
Kansas City Oatmeal and Cereal Company, 
Abernathy Furniture Company, Rumley Man- 





ufacturing Company, C. A. Murdock & Co., 
Smith Building and the Rex Mill. It is prom- 
ised that the equipments will be in commission 
in a few days, except the Abernathy risk, 
which is uncertain on account of the building 
being partially wrecked. 

The mayor, in a letter to the insurance 
companies, shows that an additional engine 
is to be installed at the Quindaro pumping 
station, a new pump at the Turkey Creek sta- 
tion, a new pipe line from Quindaro toward 
Kaw Point. 


Bad Conditions at Kansas City, Kan. 


The situation in Kansas City, Kan., is much 
more serious. Property is in bad condition 
in this town. At Armourdale, a suburb of 
Kansas City, Kan., houses have changed loca- 
tion, some streets have been obliterated, and 
property in general is in a desperate condition. 
Most all of the local agency insurance regis- 
ters and supplies at Armourdale have been 
destroyed. Houses are off their foundations 
everywhere, and mercantile stocks are in bad 
shape. 
Warehouses in the Bottoms. 


It is a question whether or not some of the 
heavy loaded warehouses in the Kansas City 
bottoms have not been very seriously damaged 
by the high water. With water about six feet 
above the street level, Fetter Brothers took the 
precaution during the subsequent water famine 
to notify people having sprinkler leakage 
plants not to use the water stored in the 
tanks for any other purpose and to install any 
additional supply in barrels and tanks they 
could put their hands upon. 

Conditions in North Topeka are deplorable 
and much property is ruined or damaged. 

Companies have received some claims from 
the flooded sections, from fire caused by lime 
being slacked in cars, stores or other places of 
storage. 





LLOYDS WROTE RISK AT CUT RATE. 





Fire in the Blemenstock & Reed Company at 
Cleveland Brings Out Policies in Outside 
Institutions. 





A small fire which broke out in the packing 
house of the Bleumenstock & Reed Company, 
at Cleveland, brings out several Lloyds on 
the stock at a cut rate. The tariff is $2.50. 
The regular companies securing that rate are 
as follows: Manchester, Agricultural, Ger- 
man-American and North German, $1,000 
each; Atlas, $1,500; Royal, $2,000. The out- 
side insurance was placed at $1.90 by G. E. 


Koplin, who lives at 22 Archwood street, 
Cleveland, the policies bearing his stamp. 
These companies are as follows: North 
American Underwriters, Chicago, $1,000; 


German Union Insurance Company of Dela- 
ware, $1,000; International Fire Office, N. Y., 
$1,000; Chicago Fire Underwriters, $500; In- 
land Fire Underwriters, Chicago, $500; Fort 
Dearborn Fire Association, Chicago, $750; 
Independent Fire Underwriters, Chicago, $750; 
Cook County Lloyds, Chicago, $1,000. 





TU ORGANIZE A [MUSSOLRI CLUB. 

The Missouri Fire Prevention Association is 
being organized by the field men of Missouri, 
fostered largely by J. D. Fleming, state agent 
of the Connecticut. The idea of this organiza- 
tion is to give the Missouri field men an oppor- 
tunity of having an association and to be in a 
position to better control practices in the State. 





EQUITABLE WANTS TO ENTER ILLINOIS. 
The Equitable Fire Insurance Company of 
South Carolina is seeking to enter LIllinois, 
but it is stated the department will require it 
to change some of its assets. It is stated that 
Rollins & Burdick will be the Chicago agents 
of the company when it is admitted. 





EXAMINATION OF FRANKLIN 


EXTRACTS FROM THE REPORT GIVEN. 








Company Found to Be in Good Shape—Some 
Features of the Business Are Pointed 
Out. 





The subjoined extracts are taken from the 
report of examination of the Franklin Life In- 
surance Company of Springfield, Ill., conducted 
by the insurance departments of Illinois, Mis- 
souri, Tennessee and Indiana. The report was 
begun on May 25th and concluded June 5th, 
1903, and says: 


Checking and Verifying Totals. 


“The work included checking and verifying 
totals and balances in the annual statements 
of the company for the years 1899, 1900, 1901 
and 1902, and detailed checking and verifica- 
tion of a number of individual accounts from 
their beginning. The totals and balances used 
and carried forward in the various statements 
referred to were found to be correct and prop- 
erly carried forward in each instance. <A 
thorough examination and checking were made 
of the books, accounts, vouchers and transac- 
tions for the year 1902 in verification of the 
annual statement for the year 1902’made to the 
insurance departments of the various States. 
The detailed seriatim checking of the item 
entering into the statement developed a few 
clerical inaccuracies in’'some of them, but not 
of such magnitude as to materially affect the 
result of the statement.” The items are as fol- 
lows: “Increase in admitted assets, $2,404.87 ; 
increase in liability account on account of one 
claim undisposed of, $5,040.10; increase in 
premiums paid in advance, $16.43, resulting in 
deduction in amount of unassigned funds, 
$2,651,606. 

Some of the Company’s Investments. 


The company owns but one piece of real 
estate, and that is situated in St. Louis, Mo. 
This property is appraised at a value of $18,- 
000, which is $1,261.59 in excess of the amount 
at which it is carried in the company’s state- 
ment. It is producing a good rental income. 
The mortgage investments of the company 
were found to be an excellent class of secur- 
ities, there being no interest due or unpaid. 
Of the amount shown in statement all but 
$11,000 was at the date of the statement on 
deposit in the insurance department of Illinois 
and $10,c00 of this amount has since been de- 
posited. Before acceptance by the department 
the title is examined and the property appraised 
by it.” 

Bonds and Stocks Owned 


The bonds and stocks owned were found 
as reported and are likewise a desirable class of 
investments. They are all good interest-bear- 
ing and regular dividend paying securities, with 
the exception of the United Elevator and 
Grain Company stock carried, a merely nom- 
inal figure and upon which the dividends have 
been irregular and uncertain. The Franklin 
Life owns $99,400 of the capital stock of $100.- 
ooo of the Franklin Building Company, which 
stock pays a dividend of 4 per cent. 


Policy Liens and Notes. 


“The item of loans and liens on company’s 
policies is composed principally of what are 
known as policy lien notes or certificates and 
premium lien notes and certificates. Cash 
loans to the amount of $2,844.70 are included 
in the total item of $960,079.99. The policy 
loans or notes were taken in the transaction 01 
exchanging assessment policies for legal re- 
serve policies. ‘The new policies were dated 


“back to correspond with the date of the assess- 


ment policies to give the members the benefit 
of lower premiums at the original age of their 
entry, and policy lien notes were taken to cover 
the reserve necessary to protect the policy. 


Acquiring of Assessmest Business. 


This assessment business was acquired by 
the consolidation of the People’s Life Insur- 
ance Company of Springfield and the Franklin 
Life Insurance Company in May 31, 1808. Sub- 
sequently, in 1899, the business of the Mer- 
chants Life Association of St. Louis, an assess- 
ment company, was reinsured. On December 
31 there remained in force of this assessment 
business not terminated or exchanged— 
Franklin Life Association business. .$1,739,250 
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Merchants Life Association business. 13,000 

The premium lien notes are taken under a 
form which provides for the payment of a 
part of each annual payment by note. The 
notes are cancelable in case of death during the 
accumulation period, and thus create additional 
increasing insurance equal to the amount of 
such notes and interest. The reserve on poli- 
cies was found to be correctly computed by 
the company and its treatment of its policy- 
holders fair and equitable. The report con- 
cludes with the statement: 


Company Is Given Praise. 

“Our examination justifies us in conclud- 
ing that the affairs of the company have been 
honestly managed, with the evident purpose 
of dealing fairly and equitably with policy- 
holders and claimants.” The figures are as 
follows: Total premium income, 1902, $881,- 
325.95; total income, $962,892.64. Disburse- 
ments for death losses, surrender values and 
premium notes voided by lapse and return pre- 
miums, $314,073.34; total disbursements for 
year 1902, $732,084.05. Total admitted assets, 
December 31, 1903, $1,553,191.72. Unassigned 
surplus funds, December 31, 1902, $146,663.69. 





WILL HOLD INDIANA JOINT MEETING. 


Two Field Clubs Will Discuss Questions of 
Mutual Interest in the Underwriting 
of the State. 





The committee of the two Indiana field or- 
ganizations have announced a joint meeting 
as follows: 


At a joint meeting of the Indiana League 
and Indiana Association of Underwriters, held 
on June 8, 1903, the undersigned were ap- 
pointed a committee to arrange for another 
joint meeting of the two associations and to 
prepare a program for such meeting. The 
committee has decided to announce such meet- 
ing for Monday, July 6, 1903, at 2 o’clock p. m., 
at the rooms of the Indiana Association of 
Underwriters, 525 Indiana Trust Company 
building, Indianapolis. 

The following subjects have been assigned 
for consideration and discussion : 

1. Outside Towns and Country Stores—How 
Can Tariff Rates Be Best Secured and Main- 
tained? Discussion opened by A. J. Dillon and 
\. R. Monroe. 

2. Benefits to Be Derived by Field Men 
From Participating in Rate Making. Discus- 
sion opened by John B. Cromer and D. A. 
Rudy. 

3. Work Already Accomplished—Work Yet 
to Be Done—How Can Unrated Towns Be 
Most Quickly Rated? Discussion opened by 
J. H. Hellekson and Horace W. Boyd. 

4. How Can Full Co-operation as to Main- 
tenance of Tariffs, Local Associations and Cor- 
rect Practices Be Best Secured? Discussion 
opened by J. W. Williams and John C. Ingram. 

lhe committee believe the benefits to be de- 
rived from such meeting will be most valuable 

t this time, and we earnestly urge all mem- 
hers of each association to be present. Re- 


pectfully, 
A. J. Ditton, 
J. W. CoLeMaAn, 
Geo. O. Hoantey, 
Joun B. Cromer, 
H. H. Friepiey, 
Joun C. INGRAM, 

Committee. 





CONTENTION AS TO INSPECTION FEES. 
[t seems that some of the policyholders of 
e Millers National Insurance Company of 
hicago raised a question as to who should 
‘eive the credit for inspection fees. The 
mpany has been making inspections for other 
utuals and charging a fee for the work. The 
licyholders claim that this should go into 
‘ general funds of the company, so that it 
uld be credited to the policyholders in the 
‘vy of dividends. The item of $50,000 in 
‘ie gain and loss exhibit of the Millers Na- 


nal is understood to be a development in this 
mtroversy. 





William T. Kirke, now an insurance agent 
~ Paul, has commenced a suit against Fred 
Gray & Co., insurance agents of Minneapolis, 
r $10,000 damages, alleging that the firm en- 


ted into a conspiracy to injure his reputation 
nd business, 


ter 


AS SEEN FROM CHICAGO. 


WORK OF CLASSIFICATION COMMITTEE. 
The plan for securing uniform classifications 
is being rapidly pushed by the committee in 
charge, of which Manager Dunlop of the Provi- 
dence-Washington is chairman. This commit- 
tee deserves credit for the work that it has 
done in getting the companies interested in the 








scheme. The object at first will be to have 
each company send in a list of its unprofitable 
classes. Then there will be selected from 


these a series of unprofitable classes which will 
be used as the basis of the bureau’s work for 
the time being. Each company will therefore 
select the risks belonging to these unprofitable 
classes from its list of daily reports and prob- 
ably report same to the bureau once a month. 
Some companies object to the time that it 
would reauire to ~et this data at the office. 
However, this is not such a large task as it 
would seem. A clerk, as soon as he becomes 
accustomed to the work, can readily select the 
class and furnish the data without much 
trouble. The expense of the bureau will not be 
very great. A sufficient number of companies 
have already signified their willingness to 
unite in this scheme to make the pro rata ex- 
pense rather light. It is proposed to get a 
good man to do the statistical work. This man 
will be expected to originate ideas whereby 
the most good can be gotten out of classifica- 
tions. 
+ + 
WATERWORTH'S EXPOSE IN MISSOURI. 

Insurance men are interested in the testi- 
mony given by James A. Waterworth, of the 
St. Louis board and rater for that city, before 
the grand jury which has been probing into 
Missouri legislative corruption. Mr. Water- 
worth charged some of the legislators in the 


press bills abolishing local boards and other 
restrictive legislation. 
to produce the 


The companies failed 
and the bills were 
passed. At the session two years ago Mr. 
Waterworth charges that legislators offered 
to repeal these measures at a cost of $40,000, 
but their price was reduced to $25,000 after- 
wards. The companies again refused to come 
to the front. Last winter business men’s asso- 
ciations got together to secure the repeal of 
hostile bills and Mr. Waterworth again says 
the boodlers demanded $25,000 to pass three 
repeal bills. Only the bill repealing anti-co- 
insurance was passed, as the companies would 
not pay the price. 
+ + 
GOSSIP AS TO COMPANY'S PLANS. 

Some interest is being manifested in the 
company that is advertising for a city man- 
ager. The gossips have it that it is a com- 
pany that desires to change its Chicago man- 
ager, while others believe it to be a company 
that wishes to change from a commission to a 
salaried basis. The action of the Home of 
New York in putting a salaried manager in 
Chicago has increased the talk to the effect 
that other companies may follow its example. 
There is considerable speculation as to which 
company is doing the advertising. Some local 
agents are of the opinion that one or two 
companies have managers that do not possess 
much personal business, and therefore are 
not in a position to offer exchange business. 
This cuts down the income of such an office, 
as other agents do not swing business its way 
unless they are forced to. 

ts A aa 
GONDITIONS IN MISSOURI. 

Conditions in Missouri, especially in the 
fourth-class towns, where the 25 per cent ad- 
vance applies, are very unsatisfactory. Many 
companies are not attempting to get the ad- 
vance, and those that do are pretty sure to 
lose the business. Local agents claim they 


money 





session of 1894 with demanding $40,000 to sup- 








have no trouble in placing business without 


the flat advance. Companies find that Mis- 
souri has grown very troublesome in rate 
matters since the first of the year. There is 


a lack of co-operation all through the State. 
The rating bureau 


is getting out the new 
tariffs as rapidlv as possible. 
aa Saal 
LLOYDS CAUSED HIS BANKRUPTCY. 
Horace Tucker of Chicago, who was one 


of the most prominent underwriters in the 
defunct Standard Underwriters and Republic 
Underwriters, has petitioned the United States 
court to free him from $8,500 liabilities. Most 
of the debts were incurred as an underwriter 
for these Llovds. This should be a lesson to 
prominent business men who allow their names 
to be used as underwriters for irresponsible 
Lloyds. 
+ - 
SURPLUS LINES AND REINSURANCE. 

The mediums for reinsurance and surplus 
lines among stock companies at Chicago not 
doing a general agency business are not many. 
The Jameson & Frelinghuysen 
represented in the West by F. R. Thompson, 
Johnson & Higgins also have a western office, 
in charge of C. Hastings Clark, who has just 
come from New York. E. T. Marshall has 
the Security of Baltimore and some foreign 
surplus liners. John Naghten & Co. have 
the Colonal and Metropolitan. Montgomery 
& Funkhauser do reinsurance in the 
Potomac and Farmers and Merchants. The 
Scottish National writes surplus lines through 
Newberger & Co. Edward Cluff’s two com- 
panies, the Ottawa and British Dominions, 
accept surplus lines through W. G. Wallace. 
J. D. Sheahan does quite a reinsurance and 
surplus line business with the Michigan Mil- 
lers. Rollins & Burdick surplus 
lines in Illinois for the Central Manufacturers 
Mutual of Ohio. The Millers National 
a goodly amount of reinsurance. W. M. Un 
denstock & Co. have the Atlantic City Fire 
and the Tidewater Fire. Case, Nye, Shepherd 
& Bowden do some outside business with the 


syndicate is 


some 


write some 


does 


Lafayette, National Standard and Assurance 
Company 


of America. 

VAN ANDEN HAS TWO NEW LLOYDS. 
The Sterling Fire Underwriters has been 
launched by C. A. Van Anden & Co. of Chi 
cago. The underwriters are given as Jas. 
Crook, S. W. Ohlsson, John Smith, A. R. 
Howell, M. J. Malonev, Wm. Haythorne, John 
J. Maloney, Peter P. Avers, Geo. W. Reade, 
B. M. Mahana, all of Chicago. Mr. Van 
Anden has also organized the Allied Fire Un- 
derwriters. 





LONDON ASSURANCE MEN MEET. 

United States Manager Charles Lyman Case, 
of the London Assurance, met his field force in 
Chicago this week and gave a banquet. There 
were present: E. J. Calley of Chicago, A. E. 
Clough of Kalamazoo, Mich.; N. C. Rowland 
of Columbus, Ohio; A. B. Diggins of Spring- 


field, Mo., and J. C. Griffiths of Chicago. 





From the sixty-seventh annual report of the 
Northern Assurance Company of London, 
which was recently submitted to the stockhold- 
ers, it appears that the fire premiums for the 
year 1902 amounted to $4,801,829, and the 
losses incurred to $2,351,680, or 49 per cent, 
being the lowest ratio which has been experi- 
enced by the company since 1878. The ex- 
pense of management came to $1,548,051, or 
32 per cent. Out of the profit earned $500,000 
was transferred to the fire fund, which now 
amounts to $7,420,731, over and above all lia- 
bilities, and which amount, in addition to its 
capital, is held by the company for the pay- 
ment of fire losses. 





John C. Perkins, clerk of court of Roberts 
county South Dakota, is appointed insurance 
commissioner of that State. 
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OHIO AND WEST VIRGINIA. 


OMINOUS SIGNS IN LORAIN COUNTY. 








Evidences of Rate-Cutting Are Said to Have 
Been Discovered Against Two Outside 
Offices. 





The little disturbances which have annoyed 
Lorain county for several months have reached 
an acute stage and serious trouble is imminent. 
Three years ago matters reached such a pass 
there that something had to be done, and the 
result was the organization of one of the best 
county associations in’the State. Not all the 
agents were ever induced to join it, but those 
who stayed out caused little trouble with one 
exception. The premium receipts of the county 
rose from $50,000 in 1900 to about $125,000 in 
1903. To be sure, the city of Lorain has been 
growing very fast and there has been an in- 
crease in rates, but much of the increase in 
premiums came through the fact that the 
agents were getting the rates. Frank A. Smith 
of Elyria is out of the association and no 
longer sends his dailies through the stamping 
office. Chas. L. Morse is both in and out, 
sending the dailies of only part of his com- 
panies through the stamping office. Other 
agents claim to have discovered cut-rate pol- 
icies issued from both these offices. The evi- 
dence has been laid before certain field men, 
and one of them at least has advised his agent 
not to waste any time in preferring charges, 
but to meet competition on preferred business 
and to fight those who have started the rate- 
cutting to a standstill. This word went out 
last week, and unless there is a sudden change 
for the better there will be one for the worse 
by about the Fourth of July. 

In Lorain the circumstances are somewhat 
different. ‘There are charges of rate-cutting 
there also, and in addition the charge is made 
that after business has been written at tariff 
and passed by the stamping office, rebates have 
been given amounting to more than an agent’s 
commission, apparently showing that certain 
companies are a party to the transaction. The 
matter has been taken up with Manager Ross. 
It is not known that any field men have ad- 
vised drastic measures, but some of the agents 
are on the point of adopting them on their own 
responsibility. 





COMPLAINTS AS TO CLEVELAND. 

There is considerable talk in Cleveland now- 
adays of the outside insurance that is being 
placed in Lloyds and surplus line companies 
at reduced rates. Rebating is also said to 
be practiced to some extent in Cleveland. 
Complaints have been made as to the Printz- 
Dieberman Company’s line and the Stein- 
Schwartz and Huebeshman Company’s line in 
regard to rebating. 

tt ~ 
SCOTTISH UNION WINS. 

A few days ago the Supreme Court of Ap- 
peals of West Virginia decided the case of 
Maupin vs. the Scottish Union & National in 
favor of the company. It was a case arising 
out of the refusal of the company to pay a 
claim under a policy containing the “iron safe” 
clause, where the insurer had no safe and re- 
fused to purchase one and was told by the 
agent that he need pay no attention to the 
clause. Judge Will G. Guenther of Cleveland 
represented the company. 

+ + 
MUTUALS AT ZANESVILLE. 

The mutuals are serving as something of a 
bone of contention at Zanesville. William E. 
Guthrie represents most of them, and some of 
the other agents are charging that he takes 
lines at a reduction from tariff rates, placing 
half of them in stock companies at tariff and 
the rest in the mutuals. Such charges are 


so common against agencies representing mu- 
tuals that they are to be taken with a little 
salt. It has been proposed that in order to 
keep the peace the mutuals’ rates be so ad- 
justed that the cash payment amount to 80 
per cent of tariff. Probably nothing will 
come of this. Something of the sort was 
attempted at Sandusky a year or two ago, and 
the mutuals refused to accede to the board’s 
request. William S. Bell is the leading agent 
out of the board at Zanesville. There are also 
some small agencies out. 


te + 


FIREBUG GETS TWO YEARS. 

Edward Oliver pleaded guilty of arson at 
Massillon, Ohio, and was sentented to two 
years in the penitentiary. Oliver was indicted 
with Edwin Jones and Michael McCarthy, 
charged with burning a saloon in New Law- 
rence, which was owned by Jones. In the con- 
fession, Oliver stated that Jones had arranged 
with himself and McCarthy to do the work, 
but when they first attempted it Oliver’s heart 
failed him. Later they fired the property. 
June 20 Jones pleaded “not guilty,” and was 
placed under $1,000 bond. Deputy C. E. 
Beardsley, of the fire marshal’s office, had 
charge of the case. 

‘- ~~ 
CUT RATE AT NEW COMERSTOWN. 

New Comerstown agents are complaining 
bitterly against Blake Mizer, of W. A. Mizer 
& Sons of Coshocton, who placed $14,000 of 
insurance on two schoolhouses in New Com- 
erstown at a rate of go cents for five years, the 
policies being in the Ohio Farmers and North- 
western National. New Comerstown agents 
asked the full tariff, $1.10, but were turned 
down in favor of the Coshocton office. 





WANT LARGE CITIES TO AFFILIATE. 


Sentiment in the State Noted in Favor of All 
Organizations Uniting with the State 
Body. 





A prominent local agent contributes the 
following as expressing a well-defined senti- 
ment in the State: 


“Insurance organizations in Ohio present 
some queer contradictions, the life associations 
taking the lead in the larger cities, while those 
representing the fire underwriters are strongest 
in the smaller places. This is especially true 
as regards membership in the state associa- 
tions. There are now established in the prin- 
cipal cities of the State local organizations 
cf fire underwriters, some of which are a part 
of the state association, while others are not, 
those forming a part of the Ohio Association 
appearing to be particularly successful in oper- 
ating with but little friction and in instituting 
needed a which is not the case with 
some of the larger city organizations not form- 
ing a part of that body. Such state organiza- 
tions, composed of thoroughly organized local 
branches, would have a beneficial effect in the 
establishment of more uniform methods and a 
better system in local underwriting. 

“The Ohio Association of Local Fire Insur- 
ance Agents has been very successful in in- 
creasing the harmony and improving the con- 
dition appertaining to the fire business of the 
State. Unsatisfactory conditions have been 
cleared up at various points and its influence 
for better practices and improved business 
principles cannot be measured. With this rec- 
ord for good results, achieved by the loyalty 
of the auxiliary associations and with the 
assistance of the individual members of the 
state organization in the larger cities, there 
would seem to be no valid reason preventing 
any local association uniting with that of the 
State. If, as has been urged in certain cases, 
such a union can do the local association no 
good, the influence thus gained could only be 
for better practices in other parts of the State. 
However, it is true that no organization exists 
to-day but has been compelled to appeal either 
directly or indirectly to the state association 
for aid. Such being the case, it would seem 





that it would be only just and right to make 





the central organization as strong and as com- 
plete as possible. 

_ “With the completion of the state organiza- 
tion, strengthened and rendered more influen- 
tial because of the affiliation of the local with 
the state associations, the item of expense 
would be materially decreased. Profits would 
be increased, the standard of agents would be 
raised, and the work of field men would be 
lessened. It would seem to be for the best 
interests of the local agents, specials and com- 
panies to urge the completion of the state 
organization, and the matter should be pushed 
until every local agent holds me~bership in his 
local board, and that board affiliates with the 
state association.” 

aad ~~ 
FIRE IN SALVAGE COMPANY’S HOUSE. 

A fire occurred last Friday in the Salvage 
company’s new plant at Toledo, causing about 
$10,000 damage. The company had received 
a large consignment of damaged grain the 
same day, and was running the plant at full 
capacity to dry it. The plant was shut down 
at six o'clock and at seven o’clock it was on 
fire. Most companies declined to write this 
risk, as there was not even the regular fire 
protection in the plant. The fire occurred in 
the part where the drying machinery was lo 
cated and burned rapidly. 

be aaa + 
TROUBLE OVER COINSURANCE. 

Companies still have a good deal of trouble 
with coinsurance in Ohio. Some agents de- 
sire coinsurance on buildings, although if 
loss occurs the coinsurance could not appiy 
There is nothing, however, to prevent coinsur- 
ance on buildings. The great trouble in Ohio 
has been that about half as much insurance is 
carried as is actually needed. This is the case 
largely with potteries, brick kilns and _ tile 
works, where the assured figures that he could 
not have a 50 per cent loss in any conflagra 
tion. Even now in instances of this kind lx 
will carry a small amount of insurance anid 
not take the coinsurance clause. 





OHIO AND WEST VIRGINIA NOTES. 


Samuel Ward, former patrolman at Youngs 
town, is opening an insurance office. 


H. C. Stuart, state agent of the Providence 
Washington for Iowa, is visiting friends at 
Columbus, Ohio. 


The Reliance has transferred its Columbus, 
Ohio, agency from the office of H. J. Roberts 
to that of Emory J.. Huff, the exchange be- 
ing made the 17th 


There is some talk of more combinations 
being formed among the local agencies at To- 
ledo in order to reduce the operating expenses 
and give the offices greater writing capacity. 


J. R. Hawthorne, familiarly known among 
field men as “Bob” Hawthorne, who formerly 
traveled Michigan for the Agricultural, has 
located in Cleveland as an independent ad 
juster. 


The Columbiana County Mutual has moved 
its offices from the Pritchard block at Lisbon 
to the building of Huston Bros. This com 
pany has been located in the Pritchard building 
for many years. 


Wm. M. Trainer of Steubenville has moved 
his offices from the city building to the Kilgor: 
building where he will occupy more spaciou 
quarters, which he has recently fitted up as 
modern insurance office. 


Professor H. E. Streitenberger, principal oi 
one of the schools at Chillicothe, and H. J 
Du Bois, formerly of Waverly, have opened 
an insurance office at Chillicothe. They rep 
resent the Mutual Life of New York, th 
General Accident, the London Assurance 
Westchester, German-American and Phoenix 
of Hartford. 


John E. Waddell, of the firm of Waddell & 
Knapp, at Marion, has sold his interest in tha 
concern to Mr. James A. Knapp, and has ac 
cepted a position as assistant cashier in th 
Marion National Bank. The firm now con 
sists of Michael Waddell and James A. Knapp. 
and will be continued under the former firn 
name of Waddell & Knapp. 
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UNDERWRITING IN MICHIGAN 


WILDCAT COMPANIES HAVE A LOSS. 








Two of the Notorious Shanklin Concerns Fail 
to Pay a Loss Incurred at Calumet 
Recentiy. 


Wildcat policies at Calumet, Mich., have 
recently come to light in the loss sustained 
by F. C. Glocke & Co. The companies now 
decline to pay, and no satisfaction or reply 
can be gotten from them. There were two 
policies signed by E. A. Shanklin & Co. of 
Chicago, one being policy No. 14,412, known 
as the American Underwriters policy, under- 
written by the Citizens and Central, both of 
Chicago. Policy No. 100,767, known as the 
Great Western Underwriters, was underwrit- 
ten by the Interstate and the North American. 
The insurance was placed by a loca! agent 
at Laurium. The claim has been placed in 
the hands of attorneys, but it is doubtful 
whether anything can be done. It is likely 
that ‘Commissioner Barry will prosecute the 
local agent that placed the policies. E. A. 
Shanklin, who controls these companies, is 
a notorious wildcat operator. His companies 
comply with the laws of no State and do only 
an underground business. 





DID NOT RECEIVE GOVERNOR’S SIGNATURE. 

The bill passed by the Michigan legislature 
repealing the law permitting reinsurance in 
other than authorized companies, failed to 
secure the governor’s signature. The gov- 
ernor, however, signed the bill which abolishes 
double taxation and provides that if tne re- 
insuring company has paid the tax on pre- 
miums the reinsured company may deduct 
these premiums, or-vice versa. The first bill 
was advocated pretty generally by the big 
local agents, and they are disappointed that 
it did not receive the governor’s signature. 


MAKE OFFICE A SOLE AGENCY. 

The American of Newark and Security of 
Connecticut have taken up all their agents in 
Houghton county, except Faucett Bros. and 
Guck, making them sole agents for the county 

MICHIGAN FIRE APPOINTMENTS. 


Anchor-—G. G. French, W est Branch. 

American Central—W. Barcus, 
Rk. W. Olson, Negaunee. 

American, N. J.—J. F. 


Muskegon ; 


Williams, Delton; J. P. 


Dewey, Grand Blanc; E. J. Van Norwich, Otis- 
ville; Martin Odell, Onsted. 

Cooper—W. W. Smith, Ionia. 

Germania—E. W. and W. M. De Yoe, Kala- 
mMuzoo, 

German, Ill.—J. D. Spinney, Alma. 

Ifamburg-Bremen—J. F. Corcoran, Crystal 
Falls; J. L. Brennan, Harbor Beach; W. H. Mas- 


son, Paw Paw. 
_ Law Union & Crown—Chas. B. Mesereau, Manis- 
tique. 
Liverpool & London & 
Stevens, St. Louis. 
Mannheim, Ger.—J. A. Stephenson, Menominee. 


Globe, Eng.—M. A. 


Mercantile bs & M—J. B. Leary & Co., 
Lavrium; W. . Bareus Muskegon; R. W. Olson, 
Negaunee. 

Norwich Union—R. W. Olson, Negaunee; Mc- 


Kenzie & Cadwallader, Owosso. 

Valatine—E. E. Simmons (succeeding Cunning- 
ham & Davidson), Marshall. 
‘onnsylvania—W. % Billings, Davison; A. Os- 
. Eaton Rapids : J. Percival, Lake Odessa ; 





John Link, Ovid; é.” M. Wells, St. Johns; J. H. 
sera, Sunfield. 

jueen—Smith Bros., Caro. 

‘-curity, Conn.—J, 8S. Butler, Leonard. 

‘huringia—Fred C. Wakeham, Battle Creek; 
W Van_ Orden, Calumet; Matt. Van Orden, 
Calumet: B. B. Turnbull, Chelsea; H. D. Wither- 
all, Chelsea: L. A. Moore, Corunna; W. S. Han- 
Son. Hart; C. G. Perry, Lowell; J. N. La Billois, 


Menominee; W. E. Sturn, Monroe: S. J. Mitchell, 


Nesaunee: John Link, Ovid; C. E. Hadden, Roches- 
ter: Frank Trempe, Sault Ste. Marie: E. F. Rich- 
arcs, Sault Ste. Marie; E. S. Kelley, St. Joseph. 
ite Fire. Eng.—C. B. Mesereau, Manistique. 
Paul F. & M., Minn.—H. 8. Sheldon, Hast- 


n. Eng.—J, B. Leary & Co., Laurium and 





MICHIGAN NOTES. 


opersville has voted at a special election 
ssue bonds for $11,500 for putting in a 
‘tworks system. The village has sus- 
taincd serious losses by fire, and is showing 


Cc 
to 
Wai 





good sense in taking further steps to avoid 
such a conflagration as has visited Ravenna 
and other neighboring villages. 


The Delaware has retired from the Helm 
agency at Adrian. 


Durham & Moore succeed 
Thomas at Cooperville, Mich. 


Durham & 


Bates & Adams secure the agency of the 
Agricultural at the “Soo.” James H. Gillespie 
gets the company at Hancock. 


+ The Gamewell system of fire alarms is be- 
ing installed at Jackson. The city has 75 
alarm boxes now in use. 


The Michigan Field Club will hold its 
monthly meeting next Monday at Detroit, and 


will dine in the evening at the Oakland Hotel 
at St. Clair. 


The Mitchell agency at Negaunee, 
has been sold to R. N. Olson, who only 
the union companies. The non-union 
panies go elsewhere. 


Mich., 
takes 
com- 


The Michigan Inspection Bureau has issued 
the new rate book for Niles and will have the 
Allegan book ready in a few days. Inspector 
D. D. West is now working on South Haven, 
re-rating that town. 





WITH THE INDIANA AGENTS. 








LAFAYETTE AND ITS FIRE PROTECTION. 

The city of Lafayette, Ind., was at the mercy 
of tlames for about ten days. The big steam 
pump that kept the reservoir full broke and 
the water began to fall and continued to do so 
until there was only about six inches in it. En- 
gineers and machinists worked night and day 
on the million gallon pump. Three en- 
gines were rigged up, two to pump water from 
the canal and one from private wells of the 
Lafayette Gas Company. The old hand en- 
gine was got ready for emergencies, strict or- 
ders were issued prohibiting bonfires and 
every citizen was warned against carelessness 
with matches. Pessimists and alarmists were 
picturing what would happen on the Fourth of 
July in a waterless city. But the pump was 
finally fixed and the anxiety relieved. It was a 
narrow escape. 


six 


+ ad _ 
INDIANA AGENCY APPOINTMENTS. 


Commercial Union—C. N. Williams & Co., In- 
dianapolis. 

Farmers, York—Knapp & Rutherford, 

Hanover—Cohee & Flynn, Logansport. 

Hartford Fire—A. B. Warner, North Webster; 
Frank W. Kritz, Waveland; Hitch & Booe, Veed- 
ersburg and Yeddo; Francis T. Newcomer, Arcold; 
Edwin B. Cubberly, Andrews. 


Anderson. 


National Union—Virgil S. Day, Alexandria. 

New Hampshire—C. B. Mason, South Bend. 

Norwich Union—People’s Saving & Trust Com- 
pany, Columbus. 


Providence Bloch, 


OHIO FIRE APPOINTMENTS. 

American, Newark—Radabaugh & Vining, Celina 

Connecticut—Edward Steel, Cincinnati. 

Delaware—Matthew B. Taylor, Warren; D. 
berich & Co., Akron. 

Fire Assn.—aAlbert C. Close, 
Arnold & Son, Ashland; J. L. 

German, Freeport—Geo, 6d 


Washington—Ben Columbus. 





Her- 


Sandusky; 8S. L 
Linard, Bellaire. 
Freet. Dalton. 


German, Wheeling—Dorman & Pitcher, Con- 
neaut. 

German Alliance, N. Y.—Albert C. Close, San- 
dusky. 


German-American, N. Y.—James O. 


Dixon, St. 
Clairsville. 


Germania Fire, N. Y.—Madden & Wisterman, 
Continental. 
German, Indianapolis—Herman Hiss, Delaware ; 


G. A. Gertz, Lockland; Carrie 8. 
vue; Stream & Salisbury, Mt. 
Greenwich—J. F. Curren, 


Weller, 
Vernon. 
Delaware. 


Belle- 





Hartford—Charles E. Gove, Milan; Warren C. 
Williams, yy vee = 3 
L& L. & ¢ — W. Jordon, Portsmouth. 


Manc hester— Hi. Snyder & Son, Urichsville. 


— temae oe M. Ridge, Waynes- 
ville. 

North German, N. Y.—Scott S. and Jerome 
Wolf, Fremont. 

Norwich Union—John A. McKillip, Jefferson. 
ville; Robt. H. Schryver, Mt. Sterling; James W. 
Price, Plain City. 

Pennsylvania—Geo. T. Hecklinger, Warren. 

Queen—Wissler & Kautzman, Bellefontaine: 


Miss L. J. Trautman, Mansfield; H. 
Son, Urichsville. 

Royal Exchange—John H. 
Evarts and Winson W. 


O. Snyder & 


Blood, 
Tremaine, C 


Frank B. 
Cleveland. 





F. T. Lee of Indianapolis and Nate ee 
son have established an office as F. T. Lee & 
Co., securing the second agency of ‘ Phila- 
delphia Underwriters. 





STATE TOPICS OF ILLINOIS. 


WILL BRING EFFINGHAS INTO LINE. 











Both the State Board and Field Club Decide to 
Request Companies to Get the 
Tariff. 





A committee from the Illinois State Board 
visited Effingham last week, but the Illinois 
Field Club did. not put in appearance. The 
main agent in the town, B. F. Kagay, Jr., 
was not in town, and so little could be ac- 
complished. The Illinois State Board, how- 
ever, has’ advised companies of ‘ conditions 
there and requested that agents be instructed 
to get the tariff rates. This town was: re- 
rated under the new schedules, but the local 
agents refused to adopt the rates. The IIli- 
nois State Board instructed the stamping sec- 
retary to refuse to pass any but the new tariff. 
The local agents then elected a stamping sec- 
retary of their own. Some agents are re- 
porting through one and the rest through 
the other, so the town has the distinction of 
possessing two stamping secretaries. It is 
likely that the companies will bring the local 
agents of Effingham into line. At the meeting 
of the Illinois Field Club it was voted to 
advise companies of Effingham conditions and 
request a definite reply from each as to what 
attitude would be assumed. 





SURVEYS MADE AT SPRINGFIELD. 

Surveys are being made for the new rates 
at Springfield. Dean 
ules are out the rates will be made according 
to them. The agents are anticipating with 
interest the outcome of the application of these 
schedules. The rate on the Reisch brewery 
reduced, so that it is likely that 


bard agents will now get control of the line. 
- ~ 


As soon as the sched 


has been 


TO FORCE KESSBERGER IN LINE. 

The situation at Springfield has cleared up 
to some extent, although the Kessberger agency 
has not paid its fine. A special appeal will be 
made to the German of Freeport to force the 
in line. 


agency A committee will present the 


facts to Secretary Trembor. 
STAMP.iNG SECRETARIES ESTABLISHED. 

On petition of the local agents at Charles- 
Miss Helen A. 
stamping secretary in 
Erances Richards 
Arcola, at the 
Affairs in these 
factory until recently, 
the agreement to report through the stamping 
secretary. Persch of the Illinois 
State Board visited the two places and got 
the stamping offices in runnine order. 


Davis has been appointed 
that Miss 
takes a similar position at 
of the local agents. 
not been satis- 
when the agents signed 


ton, 
town and 
request 


towns have 


Secretary 


~~ - 
HOME OF NEW YORK AT H:LLSBORO. 

The Home thus far refuses to report through 
the stamping secretary at Hillsboro. The sub- 
ject has been taken up with President Wash- 
burn, requesting that his agent be gotten into 
line. 

+ ~~ 
FIELD CLUB ELECTS OFFICERS. 

The Illinois Field Club held its annual meet- 
ing in Chicago, Tuesday, electing the follow- 
ing officers: President, S. K. Hatfield, of the 
American of Newark and Security; vice-presi 
dent, Waite Bliven, American of Philadelphia ; 
secretary treasurer, C. G. Meeker, Con- 
secretary, Miss L. B. Her- 
committee, the officers and 
B. B. Dow, German of Freeport; L. S. Mac 
Enaney, Agricultural; J. G. S. Best, Girard; 
R. D. Harvey, New Hampshire, J. E. Daggett, 
American of Newark & Security. U. S. Coi- 
lins, of the Teutonia, was elected a member of 


and 
cordia; assistant 
pich. Executive 
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the club. H. M. Huff, of the National Union 
of Pittsburg, resigned his membership in the 
organization. 
+ + 
CUT-RATE RISK AT WALNUT. 

Quite a little comment has arisen over the 
revelation that comes from the insurance 
carried by Ross & Bro. at Walnut. It was 
found that all the union companies on this 
risk wrote it at a cut rate, the only companies 
writing at tariff being the United Underwriters 
and the Concordia. There are ten companies 
on the risk writing at seven different rates, 
ranging from 95 cents to $1.37. 





ILLINOIS NO'Es. 


Johnston & Marsters get the Aachen & 
Munich at Peoria. 


The Peter Cooper Fire Insurance Company 
has been admitted to IIlinois., 





LOOAL NEWS OF WISCONSIN. 





WISCONSIN AGENCY APPOINTMENTS. 

Aachen & Munich—Edward W. Plummer, Au- 
zusta. 

. Aitna—Michael A. O’Brien, Shullsburg. 
American, N. J.—R. K. McCune, Fairwater. 
American Central—Ernst Sauve, Iron River. 
British American, N. Y.—Elmer Grimmer, Mari- 

nette. 

Continental—Robert King, Hurley; A. F. Mor- 
gan, Roberts. 

Delaware—William J. Krauthoefer, Milwaukee ; 
Will R. Phillips, Evansville; Robert W. Dunlap, 
Milwaukee. 

Dubuque F. & M.—M. H. Barry, Montello; 
George E. Dickinson, Brandon. 

German American—William H. Lynch, Milwau- 
kee; Swenum Swenumson, Baldwin. 

German  Alliance—William H. Lynch, Mil- 
waukee. 

Home, Baltimore—John W. Merrill, Beloit; 
William S. Henry, Jefferson. 

Law Union & Crown—Henry Johnson, Edgerton. 

Manchester—Charles H. Taylor, Dodgeville; Jo- 
seph M. Gannon, Jefferson; Henry B. Robinson 
and John M. Kehlor, Kenosha; Robert A. Etter 
and Benamin G. Treat, Monroe. 

Mercantile F. & M.—Ernst Sauve, Iron River. 

Milwaukee—Nelson H. Falk, Lake Mills. 

Milwaukee Mechanics—L. H. Stevens, Montfort ; 
H. J. Severson, Iola. 

New Hampshire—Charles W. Milbrath & Ed- 
ward J, Wagner, Milwaukee. 

Northwestern National—Frank T. Terry, Mil- 
waukee, 

Norwich Union—Lawrence J. Mistele, Jeffer- 
son. 


Royal—Lawrence J. Mistele, Jefferson. 
~~ + 


FUTURE OF WISCONSIN LUMBER TOWNS. 

There has been some discussion among the 
companies as to the future of the lumber 
towns in northern Wisconsin where the supply 
of lumber has greatly diminished. Some com- 
panies count these towns as being dead and 
hence are prone to keep off of these sections. 
Field men, however, who have been through 
this section, claim that the territory is being 
developed along agricultural lines and the pros- 
perity will continue. 

- <« 
TILT HAS STRAIGHTENED OuT. 

The tilt between the Wisconsin Field Club 
and the governing committee over the Ashland 
ore dock line and the sawmill at Green Bay 
was smoothed over by a visit of a committee 
of the Field Club to Chicago. The rate on 
each of these properties was made higher by 
the local agents than the governing committee 
desired. It is charged by the Wisconsin Field 
Club that the governing committee was influ- 
enced by the large local agencies at Chicago, 
which brought pressure to bear to have the 
rate on these properties reduced. Moore, 
Janes, Lyman and Herrick control the ore 
dock line and Fred S. James & Co. control the 
sawmill line at Green Bay. Some complaint 
is heard in Wisconsin as to the supposed influ- 
ence that these outside agents have on Wis- 
consin business in order to get reduced rates. 

The Ashland ore dock has been sprinkled, 
and it is stated that when the dock is com- 
pleted the Wisconsin Central may carry its 
own insurance. 





The Title Guarantee & Trust Company of 
Scranton, Pa., has been licensed to do a surety 
business in Illinois. 


‘LIFE INSURANCE CIRCLES. 





PLANS OF MODERN WOODMEN GIVEN 





New Iowa Plan Is Not Deemed Adequate to 
Meet the Future Obligations of the 
Order. 


The readjustment plan was practically de- 
feated by the Modern Woodmen before the ad- 
journment of their convention. What was 
known as the Iowa plan was adopted by a vote 
of 215% to 166. The “adequate readjustment” 
plan was lost; the plan adopted does not make 
radical changes in the assessments. The new 
schedule provides for an increase in the old 
rates, ranging from 25 per cent to 9o per cent, 
according to age, up to the 45-year limit: 

The old rates of assessment, which the 
“Towa” schedule will replace, are as follows: 





Age. $500. $1,000. $2,000. $3,000. 
18 to 28 years..... $¢ $0.4¢ $0.80 $1.20 
29 to 33 years..... 45 .85 1.30 
34 to 37 years 45 90 1.35 
38 to 39 years..... 50 95 1.45 
40 to 41 years..... 50 1.00 1.50 
42 to 43 years..... 55 1.05 es 
44 to 45 years..... 35 5d 1.10 


“The Iowa plan” rates, to go into effect as 


' soon as it is possible to make the change, are 


as follows: 


Age. $500. $1,000. $2,000. $3,000. 
18 to 25 years..... $0.25 $0.50 $1.00 $1.50 
28 to 29 years..... .30 50 1.00 1.80 
30 to 31 years..... .B5 65 1.30 1.95 
32 to 33 years..... B85 -70 1.40 2.10 
34 to 35 years..... 40 -75 1.50 2.25 
36 to 37 years..... 40 .80 1.60 2.40 
38 to 39 years..... 45 85 1.70 2.55 
40 to 41 years..... 45 .90 1.80 2.70 
42 to 48 years..... 50 95 1.90 : 
44 to 45 years..... .50 1.00 2.00 


The sponsors of the new plan estimate that 
it will decrease the number of assessments 
a year, but on the present eleven or twelve a 
year would increase the income of the or- 
ganization $2,000,000 annually. 

Three options were offered by the defeated 
members in their plan: 1. That all present 
members that desired could continue on the old 
rates, meeting within themselves the assess- 
ments necessary to pay their death claims. 
2. They could take a level rate not greatly dif- 
ferent from the old rates in the grading, but 
approximately 100 per cent increase. 3. They 
could have a step rate with increasing assess- 
ments up to the age of 60 years and decreasing 
insurance beyond that age until at 75 the $1,000 
policy would decrease to $281, to run through 
at that amount for the remaining years. 

Head Consul Northcutt fought for the ade- 
quate rates. He declared that co-operative in- 
surance is only on trial at present, that under 
present rates the Woodmen could not possibly 
meet over one-fourth of their final obligations 
even if every member lived to the full ex- 
pectancy of life, and that it would be necessary 
to make forty-eight assessments a year instead 
of eleven or twelve to meet the total obliga- 
tions. He went over the long list of fraternal 
beneficiary societies that were wrecked on the 
shoals of inadequate rates, and protested that 
the Iowa plan was wholly inadequate. The 
adequate rate plan, which was recommended 
by eight members of the committee that had 
been appointed to go over all the plans and 
suggest the best one, was defeated by the 
States of Illinois, Iowa, Wisconsin, Kansas, 
Nebraska, Minnesota, Missouri and Indiana. 
The delegates from the twenty-two remaining 
States were unanimous for the adequate plan, 
but they were badly in the minority in their 
delegate representation. The victors main- 
tained that the Iowa plan would do for ten 
years any way, and some were _ optimistic 
enough to believe that it would reduce the as- 
sessments to seven or eight a year. The ade- 
quate readjustment plan endeavored to make 
every risk a good risk, absolutely independent 
of all other risks. The new rates take effect 
August 1 this year for new members, and 
January 1 next year for old members. 

Head Consul Northcutt said afterwards that 





while the plan adopted was in the right direc- 





tion it would not prove of lasting value and 
that it will make imperative another readjust- 
ment two years hence. “There are enough 
sober-minded men in the order,” he said, ‘““who 
will see to it that the order is not allowed to 
die, but die it will if the readjustment just 
made is the final decision of the membership.” 

Another officer said of the plan: “It is not 
adequate and will not guarantee the perpetuity 
of the society. The convention in an endeavor 
to satisfy all views has handicapped the so- 
ciety beyond hope. Barring the bare possi- 
bility of effecting an adequate readjustment at 
the convention in 1905, the society seems 
destined to go the way of other societies of 
the same character, whose memberships enter- 
tained the delusion that sound life insurance 
could forever be furnished at rates below actual 
cost.” 





WISCONSIN LIFE APPOINTMENTS. 

Fidelity Mutual—Harry J. McIntyre, Marshall, 
lil. (for Wisconsin). 

Massachusetts Mutual—J. J. Tracey, Milwaukee. 

New Yerk—C. E. Randall, Union Grove; A. C. 
Hoene, Marshfield; R. Q. Baldwin, Darien; Jens 
Johrenson, Hayward; H. P, Axelberg; Washburn: 
Cc. O. Blomgren, Grantsburg. 

Northwestern Life & Savings—M. F. ‘Dean, 
Westfield; W. L. Stone, Dodgeville. 

Northwestern Mutual—J. C. Lawler. Earl ©. 
Hunt, W. H. Dietz, Arthur J. Conaty, Milwaukee : 
J. F. Crum, Mineral Point; William B. Campbell. 
Menomenie Fails; Rod McDonald, Ashland; Her 
man J. Finstad, Washburn; C. W. Chubb, Lynn; 
W. W. Dietz, Chippewa Falls; James D. Craig, Jr., 
Adolph Kanneberg, John Groom, Jr., Milwaukee. 

Northwestern National; Minn.—Gerhard A. 
Kuehn, La Crosse; C. N. Feldman, Appleton. 

Pacific Mutual—W. B. Hogan, Marinette. 

Penn Mutual—F. H. Colburn, Shiocton ; Charles 
I. Mooers, West Bend. 

Provident Savings—Ray B. Dixon, Gurnee, Ill. 
(for Wisconsin). 

Security Trust & Life—W. G. Fordyce, Butter 
nut: Orrin P. Chandler, Park Falls. 

‘ Union Central—Riley O. Blackwood, New Lon 
on. 





on ia 
SUIT OVER AN ASSESSMENT POLICY. 

The Federal Court at Indianapolis is hear- 
ing the suit of Ann E. Murphy against the 
Mutual Reserve Fund Life Association of New 
York for $10,000. John W. Murphy of In- 
dianapolis died July 15, 1900. The association 
refused to pay the policy alleging that deceased 
had not kept up the assessments. Plaintiff 
contends that Mr. Murnhy kept up all legat 
assessments; that the assessments against him 
and others who had been in the association a 
number of years were raised to a preposterous 
figure in order to freeze out Mr. Murphy and 
the others. He complained to the auditor of 
state in 1898. It is related that when Mr. 
Murphy joined the association his assessment 
was $213 a year, but this was later raised to 
$900, with a prospect that it would go higher. 
He refused to pay this, but paid what he con 
sidered a legal assessment. 

Ce ad + 

MARSH IS ASSISTANT SUPERINTENDENT. 

Roy M. Marsh, formerly president of th 
Farmers & Mechanics Life of Galesburg, IIl., 
has been appointed assistant superintendent o/ 
agents of the Mutual Life of Illinois. E. B 
Bissell, the treasurer of the Galesburg Con 
pany, becomes district manager of the Mutual 


Life at Galesburg. 
7 + 


ANNUAL CONVENTION TO BE HELD 
The.annual convention of the Security Mu 
tual Life will be held at Binghamton, N. Y.. 


~on July 21, 22 and 23. Talks will be given 


by’ officials of the company and prominen: 
managers. One of the features of the festivit) 
will be a baseball game between the easter 
managers and the western managers. ‘thie 
captain of the Wests will be A. S. Rennie o' 
Chicago, while Wilson Williams of Baltimor 
will captain the Easts. 
++ 


+ 


FERGUSON ON MEDICAL EXAMINATIONS. 

James L. Ferguson, manager of the Pru 
dential for Northern Illinois, read a paper b 
fore the Chicago Medical Examiners’ Asso 
ciation this week which attracted much at 
tention. Mr. Ferguson spoke on the relation 
of the life insurance agent to the medical ex 
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aminer. By the way, this young man is mak- 
ing quite a record with the Prudential. He is 
second on the roll of honor for personal busi- 
ness written during May by the general agents. 
His agency ranks high among the leaders for 
general writing capacity and increases all 
along the line. Mr. Ferguson is the son of the 
late Charles H. Ferguson, Illinois manager of 
the Mutual Life of New York. The young 
man is making a splendid name for himself 
and is one of the prominent men in the busi- 
ness in Illinois. 
+ 7 
BIG DAY FOR NEW YORK LIFE. 

On Thursday, June 11 of this year, 1,423 ap- 
plications were secured by the agents. of the 
New York Life, aggregating more than $3,750,- 
000 insurance. During the entire week beginn- 
ing June 11, 1892, 1,260 applications were re- 
ceived. This shows the great growth of the 
company in eleven years. 


ad + 


QUALIFIES UNDER LEGAL RESERVE LAW. 

The Security Mutual Life of Lincoln, Neb., 
has qualified under the new legal reserve law 
of that State. At the last session of the legis- 
lature a law was passed authorizing the reor- 
ganization of stipulated premium companies 
into legal reserve companies. The Security 
Mutual has a nice business, and under its re- 
organization plans it will no doubt extend its 
lines. : 

+ + 
TAKES OVER THE KANSAS MUTUAL. 

The Illinois Life in taking over the business 
of the Kansas Mutual Life of Topeka will now 
have a good hold on Kansas business, and the 
company will likely establish an important of- 
fice in that State. The Kansas Mutual had a 
large business and its agents were above the 
average. The company should never have been 
allowed to get in such unfortunate complica- 
lions as to cause its reinsurance, but the IIli- 
nois Life has profited by the existing condi- 
tions to add a nice line of business. The IIli- 
nois Life is certainly making rapid strides in 
the western field and is becoming a factor in 
all parts of the country, especially after its 
reinsurance of the Mutual Life of Kentucky. 
Its business is rapidly growing and this year 
it will break all records. 

bad ~~ 
BECOME A STOCK, OLD-LINE COMPANY. 

The Security Life and Annuity Company, 
which has its headquarters in Philadelphia, but 
which is incorporated under the Virginia laws, 
has made an additional deposit of $100,000 with 
the state treasurer of Virginia and now it goes 
on a stock company and old-line basis. It is 
already doing business in Pennsylvania, Vir- 
ginia and West Virginia. It will soon enter 
lennessee and Texas and probably New York 
and Illinois. It issues’ what it calls advanced 
dividend annuity policies. 

Dad - 
ROSS GETS THE MICHIGAN MUTUAL. 

L. W. Ross has been appointed general agent 
for the Michigan Mutual Life at Cincinnati, 
with jurisdiction over twenty-four counties in 
Ohio and twenty in Kentucky. Mr. Ross is 
now organizing his territory and will also give 
considerable attention to the provident depart- 


ment in Cincinnati. His offices are in the 
Johnston building. 
Saal oa 


THE PASTOR AND THE AGENT. 

Quite a bit of criticism is being heard re- 
garding the sermon of the Chicago divine, 
Rev. T. De Witt Talmage, pastor of the Jeffer- 
son Street Presbyterian Church, that he 
preached last Sunday night on life insurance. 
Mr. Talmage is a son of the late pulpit orator 
of the same name, who gained such a wide 
reputation. His discourse was devoted to 
showing the benefits of life insurance and ex- 





horted his congregation to protect their lives. 
He named the excellencies of a certain fife in- 
surance company and advised his hearers to 
take insurance in this institution. Immedi- 
ately after the service a man passed among 
the members of the congregation inside of the 
church and distributed folders, setting forth the 
advantages of this company to which Dr. Tal- 
mage referred. The act is being greatly criti- 
cised and is hardly understood. 


Sa + 


PRUDENTIAL MERGER IS WITHDRAWN. 

In connection with the proposed merger of 
the Prudential Insurance Company and the 
Fidelity Trust Company, the officials of the 
Prudential Company have authorized the fol- 
lowing statement: “By consent of all the par- 
ties, the appeal of the Prudential Insurance 
Company in the so-called merger case has 
been withdrawn. The appeal was limited to a 
portion of the order of the court, and did not 
relate to the plan for mutual control, which 
was abandoned long ago. Taking all the cir- 
cumstances into consideration, it was not 
deemed important to continue the appeal.” 





ANN ARBOR WILL GIVE SUMMER COURSE 





Agents Afforded an Opportunity to Study Life 
Insurance During a Few Weeks Be- 
ginning July 1. 


The University of Michigan will begin its 
summer course in insurance July 1, extending 
six weeks. The tuition is $15. ‘The student 
may take all the courses he wishes, and there 
will be no further charge. The summer school 
is not confined to insurance, and all entering 
students have a right to take such studies as 
they choose. Dr. James W. Glover has charge 
of the insurance course. He will dwell to 
some extent on the theory of life annuities, 
the methods of loading adopted by leading 
American companies, with illustrations of the 
deductions of gross premiums in present use 
by such companies. He will take up other 
leading features regarding the scientific treat- 
ment of life insurance. 

This course is offered mainly for agents 
and others interested who have not had any 
mathematics beyond arithmetic, and who are 
not students in the university but who wish 
to learn something about the elementary prin- 
ciples of insurance. Such a course has never 
been offered before, and it will be a splendid 
opportunity for new agents or those intending 
to enter the business, who can take time to 
lav aside their duties to go to Ann Arbor. 
The announcement says: 

“This course will take up the theory of 
simple and compound interest and the theory 
of probability, with their application to life 
insurance based upon tables of mortality. It 
is proposed to consider the following subjects: 
Annuities, pure endowments, mortality tables, 
life insurance based thereon; method of com- 
puting net premiums, single, annual and lim- 
ited; endowment insurance, commutation 
tables, reserve, surplus, loading, and the vari- 
ous features pertaining to actuarial science. 
The treatment of the subject-matter in this 
course will be confined to elementary agebra, 
as it is the aim during the summer session 
to bring it within the reach of many whose 
preparation is limited to such knowledge as 
may be gained from Course 2 in mathematics 
taken simultaneously. It is thus ‘hoped to 
interest those students of insurance whose 
time and opportunities are limited and who 
wish to acquire an elementary knowledge of 
actuarial theory.” 





DEBARS A TONTINE OUTFIT. 

The Preferred Tontine Mercantile Company 
of Missouri, which follows a system of invest- 
ments, relying on its promises of dividends 
and earnings to entice purchasers to its con- 
tracts, has been denied a writ of mandamus 
by the Michigan supreme court to compel Sec- 
retary of State Warner to accept and file its 





articles of association. The refusal of the 
secretary of State is based on the claim that the 
business of the company was against public 
policy. Recent legislation in Michigan regu- 
lates this class of companies and this act is 
held to abrogate the rights of the company un- 
der the law as it previously stood. Michigan 
is determined to put an end to this sort of 
institutions. 
Sad + 
MEAD TO HAVE HAMILTON COUNTY. 

N. K. Mead, general agent of the Security 
Trust & Life at Cincinnati, will hereafter have 
entire charge of Hamilton county for that 
company, and will have his headquarters in 
connection with F, L. Porter, who is general 
agent for the Security for Southwestern Ohio, 
with the exception of Hamilton county. Mr. 
Porter has given up Guernsey and Belmont 
counties, and they will be placed under the 
Cleveland general agent, H. C. Quigley. Mr. 
Porter will retain the balance of his territory, 
with the exception of Hamilton county. 

- + 
SHAW APPOINTED SUPERINTENDENT. 

The Provident Savings Life has acquired 
the services of Frank A. Shaw for its super 
intendent of the coupon policy department in 
Chicago. This new branch of the business is 
being pushed with rapid strides by the com- 
pany, and is fast becoming one of the most im- 
portant departments. Mr. Shaw was at one 
time superintendent of the Lake View district 
for the Metropolitan Life, in which capacity he 
showed himself to be well qualified to handle 
a large agency and obtain the best results pos- 
sible from the field force under him. It is 
without question that the Provident Savings 
Life’s coupon department in Chicago under 


Mr. Shaw’s direction will be built up to-a 
large and well-paying business. 
7 ~ 


INVESTIGATES THE MORTGAGES. 

It is said that once every year President De 
Boer of the National Life of Vermont makes 
a personal inspection of all the mortgages on 
farm property held by the company. The sys- 
tem of the National in loaning money on farm 
property is very safe and conservative. In- 
stead of making the loan direct the company 
buys the mortgages with the right to cancel 
the purchase within a year in case the security 
offered is not up to the standard required by 
the company. This conservative old company 
fully realizes the trust and responsibility of 
investing its funds. 

Sal bad 
CLAIM GOOD CIGARS WERE BURNED. 

The trustees of the Kansas Mutual Life in 
their report set forth the amounts expended 
by the Kansas Mutual for cigars for Super- 
intendent of Insurance Church State 
Treasurer The amounts aggregate 
$80, and this item is set forth with the report 
claiming the officers of the company had mis- 
used over $200,000 of the company’s money, 
and that the salaries had been excessive. In 
the Topeka Capital under a late date Secre- 
tary John E. Moon of the Kansas Mutual Life 
answers the charges of the receivers, making 
an affidavit generally denying the charges. 

+ + 


and 
Grimes. 


LIFE APPOINTMENTS. 
OHIO. 

itna—M.,. B. Smith, Coshocton. 

American Central—-Geo. 8S. Hosbury, Toledo. 

Berkshire—J. J. Houser, Castalia. 

Canada—Louis Cook, Cincinnati. 

Equitable, la.—FE. Seibert, Fremont; J. D. 
Moore, Urichsville. 

Fidelity Mutual—L. 8S. Wiles, Ripley; Edmund 
K. Parrott, Batavia: J. W. Kirgan, N. B. Cramer 
and John Cronin, Cincinnati; D. EB. Kirgan, Leb- 
anon. 

Massachusetts 
lumbus:; D. D. 

Mutual 
lerton. 


Mutual—-Charles G. 
Fennell, Akron. 
Senefit, Newark—Jacob C. Eckhart, El- 


Smith, Co- 


Mutual, N. Y.—H. W. Young, Salem; M, Sulli 
van. Cleveland. 

Northwestern Mutual-—F. P. Hewett, Scio. 

Provident Life and Trust—Fred H. Harwood, 


Springfield. 
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Provident Savings—John Santry, Canton. 

Security Trust and Life—A, C. Greene, Hamil- 
ton; Walter O. May, Piqua. 

Travelers—Cortez. L. Williams, Steubenville ; 
Leo J. Halter, Lima; Harry G. Isenberg, Youngs- 


town. 
INDIANA. 
Beatats, Des Moines—Robert A. Smith, Indian- 
apolis 
Michigan Mutual—William E. Weldy, Decatur. 
Mutual Benefit—Edward A. Waterman, Marion 





LIFE NOTES. 


The German American Federation of IIli- 
nois, a fraternal, has gone into the hands of a 
receiver. 

The Bankers Life Insurance Company of 
New York has been admitted to transact busi- 
ness in I]linois. 


Ce tel . “* . . <=> 

he Kansas City Life was licensed as a reg- 
ular old line company by the Missouri depart- 
ment on June 13. 


The Mutual Life of Hlinois is arranging to 
have its policies registered with the Illinois 
insurance department. 

George H: Harrison has been appointed state 
agent for the United States Life for Missouri, 
with headquarters at Kansas City. 


W. L. White, inspector of agencies and in- 
structor of agents for the A&tna Life, is look- 
ing over the Ohio field for his company. 


Manager Lucius I. Morse of the Equitable 
of New York at Columbus, Ohio, is elated 
over the placing of three $65,000 policies last 
week. 

E. W. Thompson, assistant general passen- 
ger agent of the Rock Island at Kansas City, 
Mo., has resigned to go with the National Life 
of Vermont. 


William H. Porter, president of the Chem- 
ical National Bank of New York, becomes 
vice-president of the United States Life and 
a membey of its finance committee. 


W. F. Carter, formerly special agent of the 
Aftna Life at Steubenville, Ohio, is now at 
Colon, South America, where he is connected 
with the Panama Railroad Company. 


W. A. R. Bruehl, general manager of the 
Home Life at Cincinnati, has been ill with 
rheumatism for several weeks and has gone 
to Mt. Clemens, Mich., to take the baths there. 


The State Mutual Life has appointed R. S. 
Crohn of Kansas City assistant general agent 
for the company for Missouri and Kansas. Mr. 
Crohn is well and favorably known in Kansas 
City. 


McClintick & Smith of Peoria, Ili, who 
have had the National Life U. S. A., for 
Illinois, Minnesota, Missouri and Tennessee, 
have relinquished all the territory except IIli- 


Hols. 


Oscar Sweetzer, who was formerly manager 
of the Baker agency at Canal Dover, Ohio, and 
who recently connected himself with the E. 
L. Carter agency at Steubenville, Ohio, is now 
connected with the Metropolitan Life at East 
L iverpool. 


lhe managers of the John Hancock Mutual 
Life met at the home office of the company in 
Boston last week for a visit with the officers. 
The managers presented a magnificent library 
clock to President Rhodes, J. C. Campbell of 
Ohio making the address. The visitors were 
entertained with all sorts of festivities. 


The Northwestern Mutual Life has disposed 
of a large part of its Denver real estate on 
which it has realized about $860,0co. The 
company foreclosed after the panic of 93 on 
property in Denver that cost it about $1,000,000, 
and it began unloading Denver real estate 
about four years ago. It still holds about 
$250,0c0 of Denver property. 


W. H. Herrick, St. Louis manager for the 
Provident Savings Life, has been promoted 
by the company to the place of supervisor of 
agents. Mr. Herrick will make his headquar- 
ters in St. Louis in the Chemical. * Mr. Her- 
rick’s work is said to have been first class in 
all respects, and he has won recognition from 
the officers of his company. 


John S. 


| 





Poindexter, St. Louis manager of | 


the National Life of Vermont, has appointed 


his brother, T. H. Poindexter, as instructor 
of agents for his company in the territory of 
the St. Louis general agency. Mr. Poindexter 


will spend all of his time going Over the ter- 
ritory looking after the agents’ interests and 
having schools of instruction. 


AMONG THE GASUALTY MEN. 


WILL 





INCREASE LIABILITY RATES. 





Chicago’s Experience Will Have to Be Paid for 
by Policyholders of the Big City. 
in the Near Future. 





It seems certain the Liability Conference will 
increase liability rates in Chicago at its next 
meeting, regardless of the fact whether a local 
compact of all companies is formed in that city 
or not. There is a movement on foot to get 


. all companies to unite in a compact at Chicago 


in order that there may be uniform action on 
the rate question. Most of the outside com- 
panies realize that Chicago has been a losing 
game and are perhaps willing to enter a com- 
pact where the restrictions are not too many. 

It is acknowledged that something will have 
to be done in Chicago to save the liability situ- 
ation. There have been a number of informal 
conferences among different liability people, 
and it is likely that some plan will be drawn 
up in the near future.. 





LIABILITY UNDERWR: TERS ASSOCIAIION. 

The Liability Conference wants the agents 
of its constituent companies to form local un- 
derwriters associations, similar to those or- 
ganized by life insurance agents. Such an as- 
sociation was organized in Boston some years 
ago and was very successful, there being but 
one non-conference company represented there, 
the Travelers, and its agent agreeing to use 
conference rates in competition for business 
already on the books of a conference company. 
In the West, however, where in some cities 
there are more companies out of the confer- 
ence than there are in it, it is difficult to see 
how such organizations could make much 


headway. 
Lad > 


CASUALTY APPOINTMENTS. 
OHIO. 

Continental Casualty—F. L. Berbout, Wellsville. 

General Accident—Lucius McBride, Akron. 

Great Eastern—D. J. Barry, Cleveland; Albert 
Cc. Lermann, Sandusky. 

Hartford Steam. Boiler—C. L. V. Wolcott, 
Cleveland; Henry O. Snyder, Urichsville. 

National Surety—Frank M. Hess, Mansfield; 
W. 8S. Pollock, Delaware; M. J. Reese, Newark ; 
H. B. Welch, London; Wm. Welsh, Mt. Vernon; 
F. G. Walsh and J. G. Sutcliffe, East Liverpool ; 
F. H. Zerbe, Sandusky; The Peoples’ Banking & 
Trust Company, Marietta. 

New Amsterdam Casualty—Peter J. Ader, Cin- 
cinnati;: S.-R. Heade, Cambridge. 

Standard—cC. G. Armendt, Lancaster. 

Union Casualty—George K. Smith, Columbus; 
W. M. Jackson, Marion. 

U. S. Casualty—N. P. McLaughlin, Loudonville ; 
Oo. C. Powelson, New Philadelphia; Byron G. Gil- 
bert, Findlay ; John W. Murphy, Belle Center. 

U. S. Fidelity and Guaranty—Raudabaugh & 
Vining, Celina; Fred C. Evans, Newark. 

U. S. Health and Accident—Edward C. Baringer 
and Charles E. Meyers, Canton; M. C. Prentice, 
Castalia. 

Pennsylvania Casualty—Edward F. Kingsbury, 
Toledo. 





INDIANA, 

National Life and er Nashville—E. C. 
Klingholtz, Indianapolis; J. . Underwood, 
Evansville; Harrison H. Huffman and W. T. Wil- 
hoyte, Indianapolis. 





MICHIGAN. 
Frankfort M. A.—E. A. Ruegsegger, Boyne 
City; F. E. Partridge, Cheboygan; Whitaker 


Bros., Detroit; C. M. Thatcher, ORY, w. S. 
Jenney, Mt. Clemens; J. A. Caldwell, Sault Ste. 
Marie; Chas. Clark, Sault Ste. Marie. 

National Surety—A. B. Angell, Adrian;’ C. 
Tinker, Fenton; W. F. Soule, Ionia. 

U. S. Health & Accident—Jas. Gracey, Green- 
ville; J. H.- Ryan, Muskegon. 

Mich. Benevolent—A. J. Aldrich, Hillsdale. 

Northern Mich. Bene.—J. O. Prosser, Hermans- 
ville. 

Phenix Acc. & Sick Benefit, Mich.—R. J. Holz- 
man, Detroit. 

Stockmens Indemnity, Mich. —J. H. Maize, Cadil- 
lac: W. Beckett, Gaylord; K. Crafts, Grass 
Lake ; Ilugh Rygsell, Howard City; W. K. Sawyer, 
Three Oaks. 

State Sick & Acc., Mich.—F. Quaif, Chippewa 
Lake; A. E. Werner, Hersey. 


S. Accident, Mich.—W. G. Odell, Cadillac ; 
A. B. Brown, Ionia; H. M. Hill, Shelby. 
~~ + 


PROCEEDINGS AGAINST THE TRAVELERS. 
Quo warranto proceedings have been begun 
by the Illinois Insurance Department against 
The Travelers Insurance Company to ascertain 
whether a life insurance company can write 





employers’ liability insurance. The issue is the 
same as the case brought by the department 
against the Etna Life. The only difference 
in the two companies is that the Travelers has 
a license to write liability insurance, while the 
7Etna has never secured a definite license to 
write liability, it taking the ground that its 
license to write life and accident insurance 
authorizes it to write liability, as liability is 
a larger form of personal accident insurance. 
The courts will probably determine in these 
cases whether a life company can write per- 
sonal accident insurance, and in this case the 
Pacific Mutual Life will be involved. 
+ + 
CHARGE COMPANY WITH RATE CUTTING. 

The Etna Life is being charged, at different 
parts of the country, with promiscuous rate- 
cutting on liability lines. The Liability Con- 
ference companies have been quite emphatic 
in their complaints of the A£tna, as have some 
of the outside companies. Probably some of 
the charges are exaggerated by agents who lost 
lines. The 7Etna has its own system of under- 
writing and grants rates on individual risks, 
not following to any great extent, it is under- 
stood, a class rate. This probably accounts for 
the reduced rates that are said to be offered. 
Very little complaint is heard of the company 
in Chicago. The liability situation there is 
rather precarious, and then the company is 
affiliated with D. W. Burrows & Co., who are 
strict board men in fire insurance. George 
Tramel, the Chicago liability manager of the 
company, is considered a good judge of liability 
risks and is thoroughly acquainted with the 
Chicago situation. He, therefore, is-not in favor 
of any demoralization in rates. 





CASUALTY NOTES. 


The Pennsylvania Casualty Company, with a 
capital stock of $200,000, has been licensed to 
ve an accident and health business in 

hio. 


The A£tna Life is said to be going rather 
more slowly in the liability business: than it 
did last year. Its agency force turned in such 
an amount of business that the home office was 
almost swamped for a time. 


Myron C. Long, formerly of Cincinnati, who 
has had charge of the Eastern States and 
Railroad Department of the Union Casualty 
& Surety Company, with headquarters at New 
York, has changed his offices at that place 
from 349 Broadway to 92 William street. 


Wm. H. Evans, Jr., of Akron has taken an 
agency of the AZtna Indemnity. He will prob- 


| ably do business for it in all its lines, although 


his father in the same office has the American 
Surety. Bonding business is active in Akron, 
one agency having written about two thousand 
dollars in premiums since January I. 


Thos. D. Russell & Co., general agents of the 
North American Accident at Cleveland, are 
developing a considerable industrial accident 
business. Much of it is written in large estab 
lishments, like iron works or street railway 
systems, where arrangements are made for col 
lections through the paymaster of the company 


The various classes of companies doing an 
identification, key registry and accident busi- 
ness for small amounts or for special classes 
appear to be more than usually active in Ohio 
at present. Most of these companies have thei! 
business underwritten by the United States 
Casualty, Union Casualty & Surety or New 
Amsterdam Casualty. 


The newly organized Grand Rapids Acci 
dent and Health Insurance Company, of which 
Mayor Palmer of Grand Rapids, Mich., :s 
president and George W. Monger of Benton 
Harbor, Mich, secretary, is about ready to 
begin business. F. M. Van Horn of Benton 
Harbor will be superintendent of agencies and 
Messrs. Monger and Van Horn will move to 
Grand Rapids. 





President George T. Cram of the American 
Central of St. Louis has returned from his 
trip to the Pacific Coast and reports losses 
very heavy in California and in the far West 
generally. 
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TOPICS FOR LIFE INSURANCE FIELD WORKERS. 


‘ge ‘eg ‘ce Educational and Semi-Technical Features Discussed. < < ‘¢ 





HE subject of life insurance for 
women has been pretty thoroughly 
gone over by various writers and 
companies, and yet it is always a 

live subject, and inasmuch as companies are 

gradually throwing off restrictions on women, 
giving them the same privileges as men, it 
opens the way for new avenues of business. 

Companies regard women who are employed 
in some capacity or have dependents upon them 

whom they wish to protect, as very good risks. 


+ + 


important, however, than the 
subject of life insurance for women is that 
of the proper method of a man leaving his in- 
surance in a safe way for his wife or other 
female dependents after he is gone. A probate 
judge in one of the eastern States made the 
remark some time ago that he believed that 
about 80 per cent of the life insurance money 
that was left to women was squandered and 
really no benefit, or but little, accrued to those 
whom it was meant to protect. 


+ + 


A man may carry sufficient life insurance 
to enable his dependents to live with comfort 
after he is gone, and to some extent to con- 
serve his producing forces. The wife prob- 
ably has never had much to do with business 
dealings. She unacquainted with affairs 
which require an experienced mind, and is not 
capable of forming a correct judgment. She 
pins her faith to those who talk to her, and 
is not very difficult to persuade her to change 
the money to some form of investment that 
the husband would have turned down in short 
order. When a woman is left a good bulk of 
life insurance it is an entirely new experience 
to have to deal with a large amount of money. 
She is almost as helpless as a child. In ninety- 
nine cases out of a hundred, perhaps, if a 
man would make inquiry of his wife as to 
what she would do with the life insurance 
money if he passed away, it would be found 
that no adequate or definite plan could be 
expressed, and‘ by further inquiry it would be 
discovered that the wife would be totally in- 
competent to handle the fund. To her any 
form of investment which promised big re- 
‘urns or paid a high rate of interest or dividend 
would be regarded as probably the best. Her 
methods of financing have been confined largely 
‘0 household or personal expenditures, and 
he has never dealt with larger affairs. 


+ +} 


It is the case that upon a man’s 
death, when the estate receives some life in- 
urance, relatives are quick to suggest forms 
f investment or schemers begin at once to 
lay their hand to get the money by proposing 
me plausible avenue in which to place it. 
i the wife has some family connection who 
responsible, the matter is not so difficult, 
in most cases she feels like exercising 
her own opinion or listening to fairy stories, 
nd the money is lost through improper in- 
estment or it is gobbled up by tricksters. 
Often when the wife goes to the insurance 
fice to get her draft she is accompanied by 
meone who knows of the amount coming 
» her, and is free with suggestions. Ostensi- 
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bly he goes as her counselor, but is really anx- 
ious to get hold of the money. In most cases, 
perhaps, the advice given at this time is sin- 
cere, but men may be anxious to get hold of 
the money to carry out some scheme which 
they believe will be a success, not realizing 
what the loss will mean to those whom it 
was meant to protect. 


It is the case that as soon as it is discovered 
that women have money to invest a number 
of very suave men at once are at hand to offer 
suggestions, make propositions and give advice 
as to the best form of investment. If the 
course of life insurance payments could be 
followed, it would be found that probably a 
good. per cent of the money is thus wasted in 
unsafe investments or is gotten hold of by 
scheming relatives or friends, who have but 
little care for the future. Only second to the 
taking out of life insurance, it would seem 
that a man should aim to so form the methods 
to be pursued in its payment as will protect 
his dependents. The different forms of in- 
stalment policies come in here as providential. 
Agents should impress upon those who 


are 
insured with their companies the great im- 
portance of not only protecting tneir de- 
pendents by taking out life insurance, but 


by so fixing the payments that an entire lump 
sum will not be left unless they are absolutely 
sure it will be taken care of properly. Almost 
any well informed agent is able to call atten- 
tion to this matter in a businesslike way to 
his friends. The instalment policy has many 
splendid features, which should not be over- 
looked. It can be so formed that the estate 
would receive a sufficient sum at the beginning 
to pay all expenses and then have a yearly 
income thereafter. 


+ + 


It seems likely that the method of making 
life insurance payments will be given more 
and more consideration by undetfwriters and 
agents. It is not sufficient for the agent 
merely to get the application and deliver the 
policy, and it would seem to be his province, 
where he would not be deemed presumptuous, 
to offer suggestions as to the proper method 
of having the payments made. 

de fe 

The same arguments, to an extent, as to the 
payment of policies might be followed in en- 
dowments taken out for children. They prob- 
ably mature at a time when young men are 
not sufficiently. acquainted with the ways of 
the world and investments to arrive at safe 
and conservative conclusions. If the father is 
alive at the time the endowment matures, he 
could look after the investment himself, but 
yet it would seem a part of wisdom to protect 
the endowment against any 
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contingency. 


LARGEST PRODUCERS FOR EQUITABLE. 

The following is a list of the largest pro 
ducers for.the Equitable Life of Iowa for the 
year 1902: 

Geo. W. npr i Toledo, Ohio; T. Reilly, 
Burlington, Ia.; C. H. McDowell, Indianapolis, 
Ind.; A. Anthony, Sioux City, Ia.; am 
Merrell, Cleveland, Ohio; H. C. Finch, North- 
wood, Ia.; D. H. Johnston, Youngstown, Ohio; 


E. L. Orput, Rochelle, Ill.; G. W. Dickey, 
Cedar Falls, Ia.; Suter & Taylor, Chicago, 
Ill.; F. A. Griffith, Kansas City, Mo.; S. 


Crowe, Warren, Ohio; R. W. Kitchen, Fort 
Dodge, Ia.; L. C. Campbell, Sioux Falls, S: D.; 


Chas. G. Cole, Mason City, Ia.; H. C. Mason, 
Weeping Water, Neb.; Allen & McCoy, Lenox, 
Ia.; J. A. Campbell, Cherokee, Ia.; L. K. St. 


Clair, Pittsburg, Pa.; J. C. Golden, Rockford, 











| 
| 





REBATE DEEMED LOGICAL, 
JUSTIFIABLE AND INEVITABLE. 


By WILBUR S. TUPPER, Vice-President 
Conservative Life Insurance 
Company. 


A recént article in one of the insurance jour 


nals deplores rebating, and expresses surprise 
that no means have as yet been devised to 
suppress it. All companies forbid it; all in 


surance journalists and other 
demn it 


authorities con 
; all managers and agents in the field 
apparently disapprove it. 

In spite of all this, the rebater abroad in 


1s 


the land. Are there characteristics common 
to all life insurance companies and their con 
tracts that tend to this result? If so, what 
are they? 
aN 

In the first place? all will unite m= saying 
that all legal reserve companies are solvent 
and will fulfill their obligations. In fact, their 
reliability is unquestioned. In this respect 
they may be considered equal. The rates of 
companies are relatively the same for similar 
policies. The reserve standards of the various 
States and the relatively uniform interest and 
mortality rate compel this. The guaranteed 
values are practically uniform, larger guar- 
anties being usually offset by larger rates. In 


of 
least 


the matter 
exist; at 


dividends, differences 
this true to 
However, all future results 
pend upon unknown future 
thermore, the not a guaranteed 
feature of any contract. Life insurance poli- 
cies are thus standard goods of standard guar- 


greater 
is as past expe 
must 


conditions. 


rience. de- 
Fur- 
dividends are 


anteed fineness. They are as staple as sugar, 
calico or lumber. 

a . 

It is an elementary principle of trade and 

commerce that, with the same commodity, or 


commodities of equal value 
the market. 
gage in any 
ciple. The 


, the price controls 


No man in his senses would en- 
business and disregard this prin- 
smallest variation cost 
immediately and inevitably affects supply and 
demand. ‘lhis true throughout the entire 
commercial world. Now is it strange that the 
prudent business man should wish to buy his 


in or price 


is 


policy at as low a rate as possible, especially 
when the sale is urged upon him? Having 
learned that the agent can control the cost 
in the matter of the first premium, he buys 


in the cheapest market. Broad considerations 
on the effect of rate cutting do not appeal to 
him. Sentiment 
conditions. He does not go deeply 
subject. He is led to think he is the only 
favored, and_ therefore much ahead 

The guaranties are the same, wholly unaffected 
by the rebate. Furthermore, he knows that 

the amount rebated would otherwise go to the 
agent, not to the dividend account. As a first’ 
step in the consideration of this question, let 

give the for ordinary 
good sense. 


economic 
into the 
one 


does not change 


just 


so 


us business man credit 


aN 


The first suggestion of rebate usually comes 
from the 


agent; and the agent educates the 
public. Now, as a matter of fact, this is the 
agent’s logical and justifiable course. With 


goods of the same kind or of equal value, price 
controls, there being no monopoly 
ciple operates with special 


This prin- 
force if sales 
to be pushed by personal presentation. 
no demand in the ordinary 
sense of the term. The agent must first 
ate the demand, and then fill it. The intelli 
gent agent knows even better than the ap- 


are 
There 
and economic 


is 


cre- 
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plicant, that he has no real advantage over 
his competitor in the matter of rates and bene- 
fits. He may bring into the field misleading 
ratios, the wording of clauses, and insurance 
history. Finally, he or his competitor brushes 
aside these subterfuges, and the real issue 
appears—cost of the goods, so far as the agent 
can control that cost. Rebate is the logical 
result. 

When I speak of hair-splitting distinctions 
made in the field, every insurance man knows 
what I mean. I do not imply that the agent 
wishes to mislead, or to -raise false issues. 
He cannot create distinctions; and he has to 
make the most out of the inconsequential dif- 
ferences that exist. Lacking substantial is- 
sues, he magnifies trifling ones. He must 
push his sales, and he must give reasons why 
his goods excel. 

~ 


Nothing has prejudiced the business of the 
solicitor so much as all this argument and 
discussion of unimportant details. It is mere 
verbal lumber of which nothing is built, and 
which should be cleared away to get at the 
real issue. The high calling of him who sells 
life indemnity has been degraded by this petti- 
fogging. As a result the business man not 
only does not invite life insurance, but he is 
unwilling to hear it discussed. He repels the 
idea. Logically, life insurance should be a 
subject commending itself to every one; but 
what man does not shrink from the deadly 
deductions of ratios and the problematic pos- 
sibilities of options? The people have learned 
that these are not substantial issues and they 
are unwilling to analyze them. On the other 
hand, they touch the heart of the matter by 
asking “How much off?” 

The contracts of the different companies 
are of course never absolutely alike, comparing 
similar forms. My point is that in guaranteed 
benefits they are substantially alike. The rela- 
tively greater success of some companies has 
been due to better field methods and not to 
policy forms. 

What substantial difference exists between 
the same form of contract issued by the United 
States Life and the Manhattun Life? Prac- 
tically none. Still, in competition, all the 
kaleidoscopic phases of ratios and options must 
be brought to light, and the verbiage of formal 
phrases is regarded as of tremendous import. 
Each agent attempts to place his own policy 
as an unparalleled opportunity and to avert 
the disaster attendant upon the sale of his 
competitor’s contract. As a matter of fact, the 
applicant might toss a coin to determine his 
choice and be perfectly safe with either of 
these excellent institutions. What a waste 
of energy is therefore involved by long and 
acrimonious competition under these condi- 
tions ! 

aN 

How small is the real difference in benefits 
between the policy of the Mutual Benefit and 
that of the Northwestern, and how great and 
how many distinctions exist according to the 
representations of their agents? Each, of 
course, pays larger dividends than the other. 
Since future dividends depend upon future 
conditions the applicant has no real reason 
for choosing one of these splendid companies 
instead of the other. 

lake the New York Life and the Equitable 
of New York. Rates and guaranties are 
exactly the same. Incontestability from date 
with one must, under the law of compensa- 
tion, cost all it is worth; and the policyhold- 
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ers must pay this cost. And this apparent 
issue does not indicate a difference of contract, 
but rather whether the contract shall be valid 
at all if obtained by fraud. I mention the 
sterling companies referred to above by way 
of illustration only. 

The rebate is, therefore, under conditions 
stated, logical, justifiable and inevitable. The 
applicant does not appreciate the hair-splitting 
issues. Advantage in cost is apparent. The 
agent realizes this and the rebate follows. 

Nothing testifies so eloquently as to the uni- 
formity of contracts as the various names and 
terms constantly being devised to designate 
policy forms. Lacking something new and 
different, old forms are presented under new 
names. In place of the old-fashioned ‘“endow- 
ment’”’ we now have “bonds,” “consols,’? and 
even “debentures,” God save the mark! The 
recent action of the giant companies in discon- 
tinuing the use of comparative literature may 
be an unconscious recognition of the compara- 
tively small differences involved. 

It is, however, in the power of any com- 
pany to stop rebating among its own agents 
and to make the practice odious. It has been 
done. Such action, however, will not protect 
its agents from the evil effect of rebate. An 
agent's own associates may all collect one 
hundred cents on the dollar; but he is in com- 
petition with the agents of other companies. 
With practically the same goods, or those of 
the same value, price will govern sales. It is 
practically impossible to get all the companies 
to unite on the rebate question. Such com- 
pacts have been made and broken; and while 
any manufacturer of staple goods allows the 
retailer a free hand, the price will be cut and 
the competitor will suffer from it. It is the 
law of trade. 

aN 

It follows from the above that, under exist- 
ing conditions, a company can protect its agents 
only in the measure that it can equip them 
with a proposition differing from that of 
their competitiors. It must be an insurance 
contract essentially different—something new. 
The seller of sugar is obviously not affected 
by a cut in the price of nails. In the measure 
that the agent has a meritorious contract not 
offered by his competitors, will he get a hear- 
ing. Real issues always command attention. 
Not only must he have a new issue, but one 
which appeals to the minds and hearts of men. 
In the measure that he has this is he free from 
the temptation and the necessity of rebate. 
In the measure that he has this exclusively 
does he enjoy a monopoly. 

xs Se SS 
WORK WHILE YOU ARE WORKING. 

Hard blows count in life insurance. ‘‘Con- 
tinual dropping wears the stone,” but the man 
who waits for that process will lose business 
to the man who puts a blast under the stone 
and rends it. To do effective work in this busi- 
ness requires energy, and lots of it. Only men 
of iron, perhaps one in a thousand, can expend 
energy long hours every day the year through. 
The majority either spread their energy out 
and make it too thin or they concentrate it 
for short hours or during only a part of the 
year. It is noticeable that the men who ac- 
complish most in business are generally those 
who work only reasonable hours and then lock 
business up in their offices and give their at- 
tention to athletics, reading, horses or what- 
ever else they most enjoy as recreation. The 
mediocre man often works much longer, but 
he has not the same energy and he fails to 
accomplish much. In most instances he would 
do more if he worked less time and worked 
harder, especially in a business that taxes the 
vitality and where success depends in bending 
others to one’s will. 

a 

St. Peter may be good natured, but he 
won't smile on a man who tries to get through 
the pearly gates leaving wife and babies to 
suffer lifelong trouble because he neglected 
to get insured for their benefit. 





NEW POLICIES THAT HAVE 
RECENTLY BEEN ISSUED. 


The Phoenix Mutual Life has made some 
changes in the form of its policy contract. The 
following is a twenty-year endowment: 
Amount, $10,000 
THE PHOENIX MUTUAL LIFE INSUR- 

ANCE COMPANY OF HARTFORD, 
CONN. 


Amount premium, $491.60 Age 30 

Does hereby covenant and agree that on 
receipt at its home office of this policy, duly 
discharged, together with satisfactory proofs 
of the death of John M. Pheenix, the insured, 
of Hartford, county of Hartford, State of 
Connecticut, before 12 o’clock, noon, on the 
first day of June, 1923, and during the con- 
tinuance of this policy, it will pay at its home 
office the sum of ten thousand dollars to Mary 
J. Phoenix, wife of insured, the beneficiary, 
if living at the time of death of the insured, 
but if not then living, to the executors, ad- 
ministrators, or assigns of the insured. But 
if the insured shall be living at noon of said 
date in 1923, and this policy is then in fore» 
under its original conditions, the company will 
pay the said sum to the insured or his assigns 
upon satisfactory release and surrender of 
this policy at its home office; or in lieu of 
such cash settlement the company will give 
ene of the following optional methods of 
settlement, which are described on the fourth 
page hereof, and under the conditions and 
restrictions there given. 

A life annuity, $711.70. 

A guaranteed annuity, $620. 

Participating 20-instalment bond, $13,050. 

An income bond, $10,000. 

A paid-up life policy, $16,100. 

This policy is issued and accepted subject 
to the privileges and provisions indorsed 
hereon and in consideration of the statements 
and agreements made in the application for 
this policy, all of which are hereby made a 
part of this contract. 

It witness whereof, the Phoenix Mutual Life 
Insurance Company has by its president and 
secretary signed and delivered this contract 
in the city of Hartford, Conn., this first day 
of June, 1903. 


Ae President. 


PRIVILEGES AND PROVISIONS. 


Payment of Premium. ‘Thirty Days Grace 
and Reinstatement.—This policy is issued in 
consideration of the annual premium of four 
hundred and ninety-one dollars and sixty cents, 
payable on or before the first day of June, in 
every year during the continuance of this pol- 
icy. All premiums are payable at the home 
office, in Hartford, Conn., but will be accepted 
if paid to an agent authorized for such pur- 
pose, in exchange for a receipt separate from 
the policy, signed by the president or secretary, 
and countersigned by the agent designated 
thereon. It is further mutually agreed that 
this policy shall not take effect until the pre- 
mium therefor is so paid while the insured is 
in sound health; and if any subsequent pre- 
mium be not paid when due—or within thirty 
days thereafter, with interest thereon, during 
which time this policy shall remain in force— 
then this policy shall cease and become void 
at the end of said thirty days and all premiums 
previously paid shall be forfeited to this com 
pany, except as hereinafter provided. If, after 
it has been in force one year, this contract 
shall lapse and become void solely by the no: 
payment of premium, on written application 
the company will reinstate the policy, provided 
that within one year from such lapse the in 
sured shall pass a medical examination sat! 
factory to the company, and all past due pr 
miums with interest are paid in manner 
provided herein. 

Extended Insurance.—On the first non-pay- 
ment of any premium, after one fully pai 
policy year. the company will at once, withou 
action by the insured, grant full paid non-par- 
ticipating term insurance, for the term dec 
scribed in the table of “Extended Insuranc: 
on the following page, and will pay in cash 
as an endowment at the end of said term. 
provided the insured survives such term, any 
amount which is specified opposite such term 
in the said table as “Cash at Maturity ;” bu! 
if any claim shall arise within one year from 
such default in payment of premium and dur 
ing the said term of extended insurance, and 
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not otherwise, the amount of one annual pre- 
mium shall be deducted from the amount of 
such claim. 

Paid-up Value and Cash Value.—In lieu of 
such “Extended Insurance” the company will 
issue a non-particpiating paid-up policy for 
the amount designated in the table of ‘“Paid- 
up Policy Values,” on the following page, if 
the premiums for at least three full years have 
been paid; or will purchase this policy for the 
amount designated in the table of “Cash Val- 
ues,” on the following page, if the premiums 
for at least full five years have been, pro- 
vided, in either case, this policy be satisfac- 


torily released and surrendered for such value 


at the company’s home office within the period 
designated in such table. 

Loans.—Upon satisfactory assignment of 
this policy as collateral security, the company 
will loan upon it while in force under its 
ofiginal conditions and in conformity with the 
tules of the company then in force, the 
amounts specified in the table of “Loan Val- 
ues,” on the following page, provided the pre- 
miums and interest due during the following 
policy year are fully paid; but no loan or 
increase in loan will be made for less than 
twenty-five dollars. 

Incontestability—After two years this policy 
shall be incontestable, except for non-payment 
of premium as stipulated, subject, however, to 
the agreement in the application for this policy 
for adjustment in event of misstatement of age. 

Assignments.—The company assumes no re- 
sponsibility for the validity of any assignment, 
and shall not be held to have notice of any 
assignment of this policy, until the original 
assignment or a copy thereof is received at 
the home office of the company while this 
policy is in full force and effect according to 
the company’s records; all assignments shall 
be subject to the company’s interest in this 
policy. 

Dividends—This policy, if in force under 
its original conditions at the end of the periods 
described in the “Dividend Apportionment” 
agreement printed on the following page, will 
be credited, in accordance with the rules of 
the company then in use and in the manner 
stated on the following page, and not other- 
wise, with such share of the company’s surplus 
as may then be annortioned hereto by the di- 
rectors of the company. 


APPORTIONMENT OF SURPLUS. 


At the end of each five-year period under 
this policy and at its maturity as an endow- 
ment, provided it is then in force tinder its 
original conditions, and not otherwise, this 
policy will participate in the company’s dis- 
tribution of surplus and the apportioned sur- 
plus will be applied only toward the uniform 
reduction of premiums hereunder during the 
next succeeding five years in accordance with 
the rules of the company then in use. In 
event of the death of the insured or the ma- 
turity of this policy as an endowment while 
it is in force under its original conditions, all 
the unpaid portion of surplus that has been 
applied to it will be paid to the payee under 
and as a part of this olicy. 





: Paid-up 

Years policy Cash 

from Extended values value 

date of insurance incase in case 

issue, for $10,000 ofsur- of sur- 

all (the original amt.) render render 

pre- under same condi- within within 

miums tions as contained in ninety thirty 

pre- this policy but hav- days days 

viously ingno“Cash Sur- from from 

due render,” “Loan” or endof end of 

being “Paid-Up” values. period period 

fully Cashat desig- desig- Loan 

pela. Tes Wensateeny. nated. nated. values. 
2.. a a a ea ae $ 500 
3 wes Gee . cccnde 1,140 
4 | a . oe eee 1,480 
5 15 0O 890 2,790 $1,850 1,830 
6 14 0 1,620 3,330 2,260 2,200 
v. 13 O 2,330 3,850 2,690 2,580 
8. 12 0 3,010 4,370 3,130 2,970 

2 11 OO 3,660 4,890 3,590 3,380 

10. 10 O 4,29 5,390 4,070 3,800 

M1. 9 O 4,900 5,890 4,570 4,240 

i, 8 0 5,480 38 5,080 4,700 

13. 7 O 6,040 6,860 5,610 5,180 

. 4. 6 0 6,580 7,330 6,170 5,670 

+ 5 OO 7,100 7,790 6,740 6,180 

; 6 4 0 %,600 25) 7,340 6,790 

~ 3 0 8,160 8690 7,970 17,430 

+ 2 0 8,720 9,140 8,610 8,100 

20 1 0 8,260 9,570 9,29 9,000 

“. Policy matures. 10,000 10,000 ...... 


OrrionaL MetrHops or SETrLEMENT aT Ma- 
TURITY OF ENDOWMENT. 


If this policy shall mature as an endowment 
while in force under its original conditions, as 





explained on the first page hereof, the com- 
pany will give the insured or his assigns any 
one of the following methods of settlement on 
satisfactory release and surrender of this pol- 
icy at its home office: 

Cash Settlement—A cash settlement for the 
sum of ten thousand dollars. 

Life Annuity.—A life annuity of seven hun- 
dred and eleven and 70-100 dollars, payable 
on each anniversary of the maturity of this 
policy during the lifetime of the said insured. 

Guaranteed Annuity Bond—A _ guaranteed 
annuity bond providing for six hundred and 
twenty dollars as a life annuity to the said in- 
sured so long as he may live and for the return 
of the difference between the amount of the 
said guaranteed annuity bond (which is the 
amount of the said cash settlement) and the 
aggregate of the said annuity payments made, 
provided the annuitant shall die before the 
annuity payments made shall equal or exceed 
the amount of such bond. ; 

Participating Instalment Bond.—A _partici- 
pating Instalment bond for thirteen thousand 
and fifty dollars, payable in twenty equal an- 
nual instalments of $652.50, the first instalment 
being payable at once (or any other instalment 
bond, payable in any number of instalments 
from two to fifty, for such amount as the 
“Cash Settlement” will purchase at the pres- 
ent rates of the company as given on this 
page). 

Income Bond.—An income bond for ten 
thousand dollars, payable on the death of the 
payee, and providing for interest, payable an- 
nually, at the net rate earned by the company 
(as assumed in the distribution of surplus), 
which rate is guaranteed to be at least 3 per 
cent. 

Paid-up Life Policy. A full paid participat- 
ing life policy for sixteen thousand one hundred 
dollars on the life of the insured, subject to 
a medical examination of the insured and the 
company’s approval of the risk. 

Two or More Methods.—Or the insured may 
divide the proceeds of this policy among any 
two or more of the optional methods of settle- 
ment described above, provided each method 
of settlement represents a cash settlement of 
at least $500. 


OptionaL MEtHopS OF SETTLEMENT AT DEATH 
OR SURRENDER. 


If this policy shall become a claim by the 
death of the insured, or shall be surrendered 
for its cash value at any time (provided such 
cash value shall equal or exceed $500 in amount) 
the company will give to the beneficiary or payee 
hereunder any one of the above methods of 
settlement, with the exception of the sixth 
or paid-up life policy settlement, the value or 
amount of such chosen method of settlement 
to conform and be proportionate to the amount 
of cash due under any such death claim or 
surrender value settlement, and also conform 
to the age of the annuitant should either the 
third or fourth options be chosen. 
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ATTACKS ON COMPANIES. 

General agents who have had experience in 
localities where a life insurance company has 
been attacked in public prints by a disgruntled 
general agent or some one who makes a sys- 
tematic effort against it, appreciate the great 
difficulty in overcoming the sentiment against 
the company. Sometimes a general agent is 
deposed, and then starts on a crusade against 
the company ,using largely innuendo. He hints 
at bad management, possible financial difficul- 
ties, and other irregularities. The policyhold- 
ers become suspicious and either take a paid- 
up policy or lapse their insurance. Sub-agents 
find that it is too difficult a task to continue 
the company, and hence leave. The new gen- 
eral agent who comes on the field finds that 
he has a monumental task to remove the preju- 
dice that has been left. Under such conditions 
the company feels that it is very expensive 
and can be talked up to advantage. 
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The best cure for insomnia is a good life 
policy under your pillow. 
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There is no old age pension equal to a 
matured endowment policy. 





BRAKEMAN IN LIFE INSURANCE 
PRESIDENT JACOB L, GREENE. 


Two men are especially important on a rail- 
way train, one, the man who handles the 
throttle and the other, the one who controls 
the brakes. The throttle may be pulled so 
wide open that the man at the brake appears 
to have but little influence in diminishing the 
speed of the train. If he keeps right to his 
post, however, his efforts will have effect. 

Changing the figure from a railway train 
to a life insurance company, the executive of 
the large, pushing and rapidly growing com- 
pany may stand for the man at the throttle. 
On the other hand, the man who stands for 
conservatism, for quality rather than quantity, 
for adherence to careful methods, even at the 
risk of doing less business, is fairly typified 
by the brakeman. The engine driver and the 
brakeman are essential in successful railroad- 
ing. The progressing, pushing executive, and 
the careful, holding-back official, are both of 
importance in life insurance. 
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The best type of what may be termed the 
brakeman in life insurance is Jacob L. Greene, 
president of the Connecticut Mutual Life Tn- 
surance Company. As the children say, he 
is a real, true brakeman. He knows what a 
brake is for, and he hangs on to it with a grip 
that no amount of criticism can shake. This 
means that he is often in opposition, as they 
say in English parliamentary circles. It does 
not trouble him a bit that he is in opposition, 
for he is perfectly willing to stand up and be 
counted as regards his view of life insurance, 
even though everyone else is on the other side. 

A positive man, certainly, and one with a 
reason always ready for his positive views. 
He stands up and delivers his blows in that 
good old cutting, slashing manner so familiar 
to the admirers of D’Artagnan. This means 
that he does not run away from any fight and 
that he is not deterred from rushing into any 
fight because of the numbers onnosed to him. 
We may not always admire his discretion or 
his good judgment, but we cannot help but 
admire the fighting blood that wells up in him 
like water from a hillside spring. 

‘e 

While Jacob L. Greene does suggest the 
immortal D’Artagnan in his refusal to run 
away from anv fight, he is not to be taken 
as a swashbuckler in any sense. He fights 
for what he believes to be a principle, and 
for the betterment of the cause of life in- 
surance, which he loves as a man does his wife 
and for whose fair name he is exceedingly 
jealous. Probably no man holding a presi- 
dential position in life insurance has been as 
liberal a user of printer’s ink. You cannot 
sell any special literature to the Connecticut 
Mutual because the management is able to 
make all it wants, and do it better than any- 
one can do it for the company. As you used 
to enter the old office before the building was 
changed, you found on the shelf by the window 
where you handed your card in numerous 
piles of leaflets, and whether you liked the 
point of view or not, you were forced to ac- 


LIFE SPECIAL AGENT. 


The Security Mutual desires the ser- 
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knowledge when you picked one up that it was 
a pretty good example of strong polemic writ- 
ing. Holding the brake down? Well, we 
rather think that Colonel Greene has done his 
full share from keeping the brake from slip- 
ping. 

While the brake has slipped somewhat, yet 
the service of the brakeman has been of large 
value. Colonel Greene has been so busy hold- 
ing on to that brake that he has not had time 
to gather in the amount of business which 
the Connecticut Mutual ought to have written. 
More anxious that what was done should be 
done right, than that the day’s work should 
be large, the Connecticut Mutual, under the 
management of Jacob L. Greene, has been 
and is an object of great value to the life 
insurance business. It has shown by a prac- 
tical test that it is possible to write a com- 
paratively small volume of business at a low 
cost and yet render to the policyholders a 
service excelled by the services of no other 
company in the life insurance business, nor 
iv the main, anywhere wcntly equal. 


Many of the very warm friends of the 
Connecticut Mutual believe that  Presi- 
dent Greene might easily have written consid- 
erable more business and yet have put it upon 
the books at a low enough cost to still keep 
the company the great example of life insur- 
ance management at a low cost. This is be- 
lieved to be true, but over against it, it is held 
that if life underwriting could not have what 
it believes President Greene might have done, 
it is well that it has had what he has given 
it. The object lesson taught by the Conneci- 
cut Mutual’s management is one which can be 
seen and known. It is not rhetoric and glow- 
ing periods, but proof positive that accomplish- 
ment can and does follow in the footsteps of 
design. 

Now when this is all said and done and all 
credit given to Jacob L. Greene for his manly 
stand for what he believes to be right, it must 
also be said that he has not at all times been 
a pleasant controversialist. He has lacked char- 
ity. Knowing that his position in the main 
has been sound, he has been as little tolerant 
of the opposite position as the Roman church 
was of heretics in the middle ages. To be 
sure, he has not burned his opponents at the 
stake, but he has flayed them with a skill as 
merciless as that shown by the Indian in the 
torture of his captive. Incisive, sarcastic, mer- 
ciless in his logic, bearing down opposition 
with small regard to the courtesies of discus- 
sion he has won for himself a place in life in- 
surance controversy which does not fairly rep- 
resent the man. Much of this has grown out 
of the fact that he has stood very largely 
alone and had to defend himself against half 
a score of men all striking him at the same 
time. Like all men of his temperament, Jacob 
L. Greene is an intense hater of what he con- 
siders shams and hypocrisies. 


A charming personality and enjoyable 
companion; a man who has seen much and re- 
membered what he has observed; a man who 
looks at life in a large way; who is inter- 
ested in many lines of activity; a forceful and 
eloquent speaker upon topics far removed 
from life insurance, he is chiefly and most 
widely known for his views upon life insur- 
ance. Many people have forgotten the man, 
or else have never known him, because they 
are able only to see the controversialist; the 
man who has thrown bricks at things with 
which he did not agree. We like to think of 
him in a broader field. We like to know that 
he has touched life at many points. We like 
to think of him as the courteous gentleman, 
the public-spirited citizen, the willing worker 
for the public. His work in life insurance will 
not be allowed to pass into oblivion, for you 
cannot touch any disputed point in life insur- 
ance to-day, but before you get through it, 
you will find yourself thinking some of Pres- 
ident Greene’s thoughts or repeating some of 
his terse and pregnant sentences. His place 





is assured. To use the simile with which we 
began, his place is assured as the untiring 
brakeman of the life insurance train. 

Tontine insurance has had in Jacob L. 
Greene, a consistent and persistent and welil- 
equipped foeman. No matter the form in 
which the principle was presented, it always 
found him ready to do battle. It might be 
the old form of the tontine system or the later 
modifications, such as deferred dividends and 
other speculative features of life insurance, but 
every time you knew where to find him. He 
has had his measure of victories, too. The sys- 
tem which was to sweep all before it was soon 
modified. Step by step the modification has 
gone on, until now the guarantees of the mod- 
ified forms are so great that the policies might 
almost as well be on the annual dividend 
basis. The protest against its excessive cost 
has already borne its fruit, and while not so 
apparent, not so feasible to-day as the other, 
yet in many a life insurance office the presi- 
dent in his inmost heart wishes that his ex- 
pense ratio was back on the old basis, which 
has obtained all these years in the Connecti- 
cut Mutual's office. In one particular, the trend 
appears to be decidedly against the Connecti- 
cut Mutual’s contention and that is the matter 
of liberalizing the policy contract. The old 
conservatism is gradually but surely passing 
away and so far there is no particular sign 
of reaction, except in the matter of the right 
to change beneficiaries, and in this the con- 
servatists are making a noise out of propor- 
tion to what they have accomplished. Take it 
as a whole, the work accomplished by the ex- 
ecutive of the Connecticut Mutual should be a 
source of satisfaction to him. He has wrought 
well. He has stood for certain definite prin- 
ciples and he has accomplished more in the 
impress he is leaving upon life insurance than 
is given to most presidents of life insurance 
companies to accomplish. 

st se 
CARRYING HIS OWN INSURANCE. 

The New York Life, in its agency bulletin, 
says: 

“Suppose I have a letter to go to San Fran- 
cisco. For two cents the United States govern- 
ment will carry the letter there for me. It 
collects the letter at this end of the line, takes 
it to the postoffice, stamps it with the hour and 
date of its arrival, conveys the letter to the 
railway station and across the continent. There 
a new set of officials are utilized, and finally a 
postman at the distant point takes the envelope 
and contents to its destination—all for the sum 
of two cents. 

“No one man could undertake to perform 
that work for himself, and Uncle Sam is only 
able to do it because a vast number of persons 
every day demand the same service, and the 
expense is thus distributed among thousands 
and thousands of people. 

“It’s the same way in life insurance. No one 
man can be insured alone. For instance, you 
would not be willing to insure a man for $10,- 
000 and guarantee for $300 per annum to pay 
the $10,000 immediately if the man dies, would 
you? Not much. It would be about 30 years 
before you could possibly get even, and you'd 
lie awake nights fearing that your one policy- 
holder might die! No, the advantages of life 
insurance are possible only through co-opera- 
tion; only by distributing the cost among many 
people. The law of average cannot apply to 
single cases. But it does apply with the great- 
est accuracy to a multitude of cases—and that’s 
insurance! 

“Many people say they ‘prefer to carry their 
own insurance.’ That sort of talk doesn’t hold 
water. You can show them so. Why, it 


would be just as sensible for a man to prefer 


to carry his own letter to San Francisco!” 
sc se 


Does your wife tell you she don’t want you 
to insure for her benefit because the proceeds 
of the policy she would receive at your death 
would seem like “blood money” to her? Ask 
her if she would feel that way about the 
money you are saving up in the bank against 
a rainy day. she is as sensible as you 
thought she was when she chose you for a 
husband, she will see the point of your ques- 
tion pretty quick. 





SOME FEATURES NOTICEABLE 
IN INSURING FARMERS. 


Life insurance agents who have had expe- 
rience in selling life insurance to farmers al! 
have noticed the peculiar nature of that clas: 
cf business. The agricultural element is not 
as well educated to life insurance as people 
in the towns and cities, because they have not 
been canvassed so often. It is more difficult 
and requires more time to get at the farmers. 
Most of them carry small policies. A great 
bulk of the farming population will not listen 
to arguments for $5,000 policies. The city 
man usually puts aside a certain sum of money 
that he will pay for life insurance. He then 
casts about to see what is the best he can do 
for that sum of money. A farmer looks at 
the face of the policy, and will hardly take 
over $2,000, regardless of the cost. Agents 
who write farmer business, therefore, try to 
sell high-premium policies, or those on which 
they get the highest commissions. 

Another feature in canvassing for farmer 
business is the fact that often on the last in- 
terview it takes from one to five hours to 
secure a farmer’s application. An agent al- 
most forces a farmer into taking the insurance. 
This being the case, the farmer will try to 
get from under a policy when it is delivered. 
He is inclined to. be economical, and regrets 
that he has to pay out this money. His farm 
hands rather make light of the transaction, and 
he_hears considerable about the alleged meth- 
ods of life insurance companies in taking a 
man’s money and giving nothing in return. 
After this talk and thought he is anxious to 
undo what he has done. The shrewd agent, 
therefore, will secure a note from the farnier 
at the time of taking his application or else 
get a deposit. Most farmers pay their pre- 
miums in cash, as many of them are not edu- 
cated up to the check system. 

A good story in connection with insuring 
farmers is told on Dr. J. Whitney Hall of 
Bloomington, IIl., who becomes manager of 
agencies of the Prudential in northern Illinois. 
It seems that an agent of the Provident Sav- 
ines had insured a man about twelve miles 
out in the country. Dr, Hall was to make the 
medical examination. He was considered one 
of the hardest drivers in that section of the 
country, and will wear out a horse in a few 
months’ time, so that the livery stables do not 
seek his patronage. On this occasion one of 
the liverymen had bought some mustangs 
which were hard to drive. He told Dr. Hall 
that if he would drive a pair of these ponies 
on this trip and would return safe he would 
give him the animals. Dr. Hall had them 
hitched to a buckboard and drove at lightning 
speed out to the farmer’s residence. When he 
arrived there the farmer had decided not to 
take the insurance, and would not be exam- 
ined. Dr. Hall is a large man, being over six 
feet tall, athletic and very strong. He told 
the farmer that he had driven the mustangs 
out there at the cost of his life, and he did 
not intend to return without making the cx- 
amination. He would prefer a peaceable ex- 
amination, but rather than lose his fee le 
quietly informed the man that he would ex- 
amine him by force. The farmer thought prob- 
ably it would be wiser to submit, and hence 
was examined, took the insurance, and sti! 
carries it. 
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OPINION OF OHIO’S SECRETARY OF STATE. 


The subjoined letter, written for the Special Life Insurance Number of this paper, is 
from the Honorable Lewis C. Laylin, secretary of the State of Ohio, and one of the 
most prominent men in public affairs in the State. He is serving his second term in 
office. Mr. Laylin is a lawyer of considerable repute. He has been in the Ohio House 
of Representatives for three sessions and was speaker of the 7oth General Assembly. 
The tribute Mr. Laylin pays to life insurance is most interesting, and the fact that a 
public man of his type has so much to say in favor of the benefits of the institution 
can be considered a great compliment to the workers in the profession. 





First Female Application. 














State or Onto 
DEPARTMENT oF STATE 
Cotumeus 
April 23, 1903. 
To the Editor, 
The Western Underwriter, 
Chicago and Cincinnati. 
Dear $ir:- 

I notice with pleasure the good work 
of The Underwriter in the promotion of the in- 
terests of insurance. The value of life in- 
surance is now generally recognized by our 
people. It is a wise investment which yields 
returns at a time when there is greatest need. 
To the assured it affords a security that in- 
spires confidence, and to those who are de- 
Pendent it gives comfort and hope. Every man 
who has a family can well afford to carry a 
reasonable amount of insurance. He should do 
this, not alone because it is his duty to oth- 
ers, but because it is a safe business invest-— 
ment. The young man who plans for the future 
should not neglect this wise provision. The 
growth and development of life insurance in 
this country is a hopeful sign; it promotes 
the welfare of the citizen, and that which pro- 
motes the welfare of the citizen is a benefit 
to the state, 


very respectfully, 


Qe 


The first application received by the Mutual 
Benefit Life Insurance Company, on a female 
life, was received from Miss Grace May Bil- 
lings, the correspondence clerk in the office 
of Drewry & McNulty of Cincinnati, the well- 
known Ohio managers of the company. When 
the Mutual Benefit announced that it would 
begin accepting female risks, Miss Billings 
showed her usual spirit of promptness by 
making the first application. She was born 





Miss Grace May BILLINGs. 


and has always lived in Cincinnati. She went 
with the Mutual Benefit office as stenographer 
in 1890, and her work with the company has 
been most successful. Miss Billings has be- 
come a general favorite, not only among her 
own personal friends, but with those with 
whom she comes in contact in business. Since 
becoming connected with a life insurance office 
she*has made a study of the business and has 
acquired a good knowledge of transactions in 
this line. 
st SF SF 
ONE BUSINESS ENOUGH. 

Every little while some life insurance com- 
pany discovers a new man who has possibil- 
ities in him and shortly begins to make a 
record in the business. In a few months it is 
seen that he has taken the agency of an acci- 
dent company and then, perhaps, two or three 
fire companies are added to his list. The 
chances are about ten to one that the days of 
his greatest usefulness as a life insurance agent 
are over. Experienced general agents of life 
insurance companies are no longer looking for 
fire agents with a view to securing them as 
agents, nor are many field men of the fire in- 
surance companies at all enthusiastic about 
securing life insurance men to represent their 
companies. Experience has taught them that 
in the vast majority of cases the “general” in- 
surance agent is no great success in any of the 
various branches, unless he subordinates all but 
one. The soliciting of fire and life insurance 
brings into play mental faculties of very dis- 
similar nature. A _ successful life insurance 
man needs all his nerve force for the one busi- 
ness, and even then he will likely grow “stale” 
at times and have to take a rest and get re- 
freshed. If he uses up his energy running 
after life insurance, accident insurance and the 
various other lines into which he may easily 
drift, he will not have enough of it left to cut 
any great figure in life insurance, unless he is 
an extraordinary man. 

es SF SF 

“A small act, but a wonderfully good one, 

an easy step but a remarkaby progressive one 





—taking Life Insurance.” 





22 


THE WESTERN UNDERWRITER. 


June 25, 1903. 








LIFE INSURANCE AS A MEANS 
OF PUBLIC ENDOWMENTS. 


The plan of securing church endowments 
by insuring some official or pastor, allowing 
the membership to pay the annual premium, 
is coming more and more into vogue. The 
annual cost is not so great and it gives an en- 
dowment in ten, fifteen or twenty years. The 
Mutual Life has a regular church endowment 
department where business of this kind is 
worked up. The Eqtiitable has established a 
branch of this kind and other companies seek 
business of that nature without special facili- 
ties for it. A clergyman of the Episcopal 
Church in writing on the subject, “Life As- 
surance as a Medium for Public Endowments,” 
says: 
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“The business of life assurance is, without 
fear of contradiction, the most useful and the 
most sacred in the world. Even those engaged 
in it can scarcely appreciate what a far-reach- 
ing, magnificent social force it is. In the 
broadest sense, it stimulates the major virtues 
of altruism and generosity; and with these, the 
minor qualities of thrift, foresight, economy 
and providence—all of which are vital ele- 
ments to the stability and elevation of the 
social structure in which we live. 

“Life assurance is essentially a beneficent in- 
stitution. And it is now being recognized that 
there are avenues other than those that lead 
to personal profit along which its beriéficence 
should and may be available. A few years ago 
many of the applications of the assurance prin- 
ciple that are made to-day were unthought of, 
and students of the subject say that as yet we 
have exploited only a fraction of the helpful 
uses to which this economic law can be ap- 
plied. As Mr. Alexander, president of the 
Equitable Life, said the other day: ‘If it were 
feasible to compel every man to insure his 
life (which, of course, it is not), it would be 
almost a complete method of adapting the 
wealth of the world to the greatest needs of 
the greatest number.’ Even as things are, it 
is perhaps not too much to say that modern 
assurance is our most substantial and effective 
agency for minimizing poverty and encourag- 
ing thrift and unselfishness. 

“From the present point of view, by far, the 
most significant of these new utilities is’ the 
power of assurance to multiply endowment 
funds for the church, for education, for 
charity, and for philanthropy. By its applica- 
tion to these public uses, it is raised just as 
much above the familiar personal uses, as the 
deeds of a public benefactor surpass in dignity 
and worthiness the narrow interests that ceriter 
in his own family. In a word, it becomes an 
instrument of the noblest generosity. 

“By means of modern assurance, then, it is 
possible for churchmen and philanthropists to 
do a public good in the same way and with 
the same advantages as they insure their own 
lives. Observe that by no other means can 
money be made to buy money with such power 
of self-increase without the loss of a single 
ingredient of safety, economy or scientific 
stability. 

“A policy can be issued on the life of some 
officer (preferably the manager of an institu- 
tion which it is desired to benefit. This policy 
performs a double function: 


“First—Men realize nowadays that brains 
and capital are just as much an assurable in- 
terest as merchandise and buildings. Every 
brain that contributes to the success of any 
business, religious or secular, has a fixed and 
absolute financial value to that business. 
Hence, the loss by death, of any man who is 
charged with the control of large enterprises 
is a direct financial loss. This damage can be 
made good by assurance. (This is the prin- 
ciple involved in ‘partnership or firm assur- 
ance’) 

“For instance, a few years ago, when Dr. 
Langford died, his loss to the church was of 
the most positive, concrete character. His per- 
sonality as secretary of the Domestic and 
Foreign Missionary Society, meant thousands 
of dollars annually to the church’s missions. 
Had he been insured for, say $100,000 for the 
benefit of the society, this money would have 
indemnified, in part, the church’s loss. This 
case is typical of the immense good assurance 





could do under such conditions. Its most ob- 
vious parallel is, of course, Dr. Langford’s 
successor, Dr. Lloyd. Similar illustrations are 
found in the heads of parishes, dioceses, col- 
leges, hospitals, etc-——wherever increase in 
money and influence depends on the life of 
strong character. 
Ne 


“Second.—A modern endowment policy, 
however, does more than this. It not only in- 
demnifies in case of death, but should the as- 
sured live through the ten, fifteen or twenty 
year accumulation period, it matures into a 
cash endowment which, without it, the institu- 
tion would not have had. Literally hundreds 
of religious and charitable organizations are 
appealing for such endowments. Now, the 
advantage of assurance over an immediate gift. 
is that the former makes a large number of 
such endowments possible. This is because 
comparatively few men are able to present a 
gift of $10,000 outright, where as many can 
pay the annual premium on a $10,000 endow- 
ment—about $500. 

“What a beautiful thing it would be if some 
friend interested in the work of one of our 
missionary bishops, would endow that work 
through the life of the worker himself. If 
this were done, then, either at the bishop’s 
death or at the termination of the endowment 
period the seal of his life’s success would be 
the accrument to his diocese of a large sum. 
This money would insure permanence for all 
time to the labors of which it was a lasting 
fruit. 

aw 

“Third.—In certain cases that appeal to 
large numbers of men scattered over a wide 
area—some national interest—big endowments 
can be secured through assurance more 
cheaply, more quickly and more surely than 
by any other means. In such cases, one thou- 
sand men may take out $1,000 assurance each, 
for the benefit of the object—whether it be 
the General Clergy Relief Fund, the Domestic 
and Foreign Missionary Society, or some 


equally general organization. Instantaneously 


a fund of one million dollars is created, every 
cent of which, if the policies are kept in force, 
will be paid as they mature; and always with 
the least possible expense to the donor or his 
estate. In such cases this plan is better, for 
many reasons, than the foregoing, where a 
number of men unite in paying the premium 
on a single large policy covering an individual 
life. The two plans, however, can be com- 
bined with advantage, so that a _ national 
charity or society can reap the benefit of a 
large sum held in its favor through a number 
of small policies, while it will be indemnified 
by a single large endowment on the life of its 
executive officer in case of his death. 

“The uses of assurance described in this 
paper are among the newer and more inter- 
esting adaptations of the principle that have 
engaged the attention of experts during the 
last few years. Already in the great com- 
panies many thousands of dollars are being 
held in favor of public institutions as bene- 
ficiaries. The advantages of this plan of rais- 
ing such funds are so obvious and so unan- 
swerable that the plan is surely destined to 
very wide popularity in the next few years. 
Assurance as such has long since passed the 
experimental stage; it is one of the most im- 
portant business interests in our country. 
(About ten billions of dollars of assurance are 
in force to-day in the United States.) And the 
financial strength of some of the large com- 
panies, in proportion to assets, is as great as 
that of the United States government. 


a 
“The foregoing touches on only the salient 
features of this plan of giving. The plan itself 
is capable of almost unlimited application ; and 
men interested in churches, missions, education 
or philanthropic work of any kind, ‘will see at 
once its advantages over the usual method, 
both to themseives and the recipients of their 
gifts. Beyond question, if it does nothing else, 
the following out of the plan will be an invalu- 
able campaign of education on the strict busi- 
ness character of charity, and its intelligent, 

systematic prosecution.” 
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The agents of the Western & Southern Life 
at Cincinnati, with their families, gave a picnic 
at Coney Island last Saturday. There were 
52 representatives of the company present. Ad- 
dresses were made by President Caldwell and 
Superintendent Thomas Skeldon. 





SOME DIVIDEND COMPARISONS 
ARE MANIFESTLY UNFAIR. 


Some of the life companies which went on 
a 3 or a 3% per cent basis a few years ago are 
making serious complaint as to the comparison 
in dividends by companies that only a year 
or so ago went on a higher reserve basis. For 
instance, these comparisons will show a drop 
in dividends during the last few years on 
part of those companies which went on a 
higher reserve basis in 1899. The company 
that continued on a 4 per cent basis shows 
its dividends up to last year. Thus an ad- 
vantage was taken by comparing dividends 
on a 3 per cent basis and 4 per cent basis. 
The public, of course, is not aware of the 
difference in-the reserve basis, and naturally 
comes to the conclusion that the 4 per cent 
company is paying higher dividends. It is 
such unfair comparison as this which the ex- 
ponents of the abolition of competitive litera- 
ture should shut off. It is deception, pure 
and simple, and is as unjust as most of the 
life insurance ratios. 
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The Milwaukee Mechanics is thinking of 
entering the southwestern field. 











EXCURSION TO BOSTON. 


For the N. E. A. meeting at Boston, 
July 6-10, 1903, the Wabash road will sell 
tickets at one fare plus $2 for the round 
trip. Choice of routes. Write for hand- 
some ee folder cy en, 

. A. Parmer, A. G. P. A., 
97 Adams ee Chicago. 














ARE YOU LOCATED RIGHT ? 


What has been accomplished by 
the agents of the 


EQUITABLE LIFE OF IOWA 


during the past decade isa matter 
of record. Better look up the 
figures of its growth during the 
past ten years and ask “the reason 
why.’’ 

Three or four agencies open in 
Indiana and Illinois where there is 
a nice business established. Con- 
tract direct with Home Office. 
Good renewal interest. Annual 
dividends. Satisfactory refer- 
ences will be required. Address, 


CHARLES SCHERMERHORN, 


Traveling Agent, 
SPRINGFIELD, ILL. 


LIBERAL CONTRACTS 


The largest life insurance company in 
the World desires to make liberal con- 
tracts with six strong writers for work 
in Cleveland and Northeastern Ohio. 





For particulars address 


WALTER R. GILBERT, Manager, 
308-326 Hickox Bidg., Cleveland, 0. 


THE MUTUAL LIFE INSURANCE 
COMPANY OF NEW YORK 


Richard A. McCurdy, President. 








June 25, 1903. 


THE WESTERN UNDERWRITER. 











* Moore Sanborn. 











THE WESTERN UNDERWRITER staff would 
have cause for grievance if Moore Sanborn 
came to Cincinnati or Chicago and failed to 
visit the sanctum. He always brings something 
of that freshness and brightness of life with 
which he abounds. Full of vigur and buoy- 
ancy, he serves the same purpose as a vacation 
period. Mr. Sanborn is a wholesome sort of 
a man, having no grievances, no fault-finding. 
He sees only the sunshine and the flowers. 
And what a privilege it is to come within the 
radius of the conversation of so healthful a 
soul! 

His little company paper, the “Security 
Agent,” often sparkles like a gem because of 
the flavor of Sanborn’s pen. None who knew 
poor “Charlie” Clark of Chicago will ever for- 
get Vice President Sanborn’s touching, beau- 
tiful tribute when Mr. Clark was swept be- 
yond the bar. And here comes the “Security 





Agent” this month with a trout article, with 

all the vernacular of the fisherman—brisk, 

breezy, watery. It applies trout fishing to life 

insurance work, and it is worth reading. Then 

follows a little bit of verse entitled “If—.’’ 

It is not very smooth and sometimes the meter 

is out of joint, but the poetic idea is there. 

Here is the last verse: 

If—we could see as He can see who knoweth 
everything, 

And understand the meaning of the ministry 
we bring, 

Our toil would grow diviner, our burdens 
lighter be, 

The hard and thankless duty, glow like a shin- 
ing sea. 

Could our eyes be touched to seeing, we should 
turn in holy scorn 

From the midnight of repining to the splendors 
of the morn. 

Thus we see a big-hearted, fine-grained, 
large-proportioned, clear-minded man, as fra- 
grant as the trailing arbutus of the northern 
woods about which he writes. 





WANTED. — 
District Managers. 


Men and women to act in the 
capacity of district managers or 
resident general agents in Ohio. 


MEDICAL EXAMINERS 
ALSO WANTED. 


Liberal Contracts and Choice Territory 


Previous experience in life insurance 
not necessary. 


ADDRESS 
DR. F. G. CROSS, President, 
Columbia Life Insurance Co., Ciacianati, Ohio: 





AGENTS WANTED 





OF NEW YORK 


Exclusive Territory 


Liberal Contracts 


TRENGTH 
ECURITY 
OLIDITY 














"More than half a Century, 





-worked: Succes 





President. 





JAMES R. PLUM, 
Leather. 





FINANCE COMMITTEE. 
WILLIAM H, PORTER, 
Presa. Chemical National Bank. 


CLARENCE H. KELSEY, 
Pres. Title Guarantee and Trust Co. 1,8 the Company's Office, 277 Broadway, New York. 


Active and successful Agents who desire to make 
DIRECT CONTRACTS 
with this well blished and progressive Com- 
pany, thereby securing for themselves not only an 
immediate return for their work, but also an 
increasing annual income commensurate with 
their success, are invited to communicate with 
RICHARD E. COCHRAN, 3rd Vice-President,at 























ISAAC T. MANN, Pres. 


M. 8. PENDLETON, Secy. 


PRUDENTIAL 


FIRE INSURANCE CO. 








TAZEWELL, VIRGINIA, 


Will write purely surplus lines at full tariff rates throughout 
the United States. 



























INTER-STATE LIFE INSURANCE COMPANY 


3 Fourth and Elm Sts., CINCINNATI, OHIO. 
; CAPITAL, PAID-UP, $100,000. 





; Incorporated under the Legal Reserve Laws of Ohio, ...........1901. 
ie $100,000 deposited with the State for the security of Policyholders. 





A staunch “Old Line” Ohio company, with leading business men 
‘> of Cincinnati in the directorate. 
A * Issues especially attractive policies on Ordinary Life, Limited 
¢ Payment, Endowment and Annuity Plans. 


A District Agent Wanted for each county in Ohio and Kentucky, to 
~ Whom a liberal contract, with renewal commissions and exclusive ter- 
© ritory will be given. 

The Inter-State Life has all the advantages that other good 
companies have and is besides a HOME COMPANY. 

Agents will find it desirable to deal DIRECT WITH THE HOME 
OFFICE of the company which they represent. 

Information cheerfully furnished. Correspondence confidential. 


A. G. TURNIPSEED, President. 








INDIVIDUAL FIRE UNDERWRITERS OF ST. LOUIS 


by the Insurance Department of Missouri. 
$ 250,000.00 CASH IN MERCANTILE TRUST CO. 
750,000.00 SUBJECT TO CALL. 
$1,000,000.00 TOTAL AVAILABLE ASSETS. 
THE UNDERWRITERS ARE: 





GrorcE L. ALLEN, President Fulton [ron 


orks. 

W. K. Brxsy, President American Car & 
Foundry Co. 

R. S. Brooxines, Vice-President Sam’‘l 
Cupples Woodenware Co, 

JaMEs CAMPBELL, Banker. 

Murnay CARLETON, President Carleton 
Dry Goods Co. 

H. N. Davis, Pres. Smith & Davis Mfg. Co. 

Joun D. Davis, Lawyer. 

R. B. Duta, Managing Director Conti- 
nental Tobacco Co. 

D. R. Francis, President D. R. Francis 
& Bro. Commission Co, 

Jos. M. Haygs, President Jos. M. Hayes 
Woolen Co. 

SAMUEL M. KENNARD, President J. Ken- 
nard & Sons Carpet Co. 

I. H. Lionsercer, Lawyer. 

P. C. Marrirt, Capitalist. 


Grorce D. Markuam, Senior Partner W. 
H. Markham & Co, 

Evias MicHak., Secretary and Treasurer 
Rice-Stix Dry Goods Co. 

I. W. Morton, Advisory Director Sim- 
mons Hardware Co. 

Tuomas H. McKirrrick, President Har- 
gadine-McKittrick Dry Goods Co. 

Danie. C. NuGeEnt, First Vice-President 
B. Nugent & Bro. Dry Goods Co. 

Esen Ricuarps, Vice-President Mexican 
Central Railroad, 

Joun ScuLiin, Capitalist. 

E. U. Simmons, Advisory Director Sim- 
mons Hardware Co. 

Corwin H. Spencer, Capitalist. 

D. D. WALKER, Capitalist. 

Festus J. Wapz, President Mercantile 
Trust Co, 

Roiia WELLS, Mayor of St. Louis and 
President American Steel Foundry Co. 


Applications to W. H. MARKHAM @ CoO., Attorneys and Menagers. 
’ Century Building, St. Louis. 
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JAMES NICHOLS, PRESIDENT. 
B. R. STILLMAN, SECRETARY. 
H. A. SMITH, ASST. SECRETARY 


National ~ 


Fire Insurance 





ORGANIZED 
NOV. 27, 1871. 


Company of Hartford, Conn. u»—-> 


Capital Stock, Al] Cash. .......cscsecececcescceeeecsercesaecseeeeees $1,000,000.00 











Funds reserved to meet all Liabilities. ........sssss+sesserereseees 2yQBI, 160.64 
Net Surplus over Capital and all Liabilities,..........+++ esses 1,550,802.74 
Total Assets, Jan. 1, 1903..... ---- $4,781 ,963.38 





Western Department, Chicago, IIL: 
FRED S. JAMES, GENERAL AGENT. 
GEORGE W. BLOSSOM, Ass'T Gen’t AGT. 
CHas RICHARNGON, 2r Ass’T Grn't AGT 


THR FIDELITY & CASUALTY COMPANY, 


97 TO 103 CEDAR STREET, N. Y. CITY. 

ES cise axadeedndssGebtssacceaveden $ 5,498,604.55 
I, 500,254.31 
15,7941372-13 
CasuaLty InsvrRaNcE SPECIALTIES. 
FIDELITY—Bonds of Suretyship for persons in positions 

of Trust. 


CASUALTY—Personal Accident and Health, Liability, 
Burglary, Plate Glass, Steam Boiler, Elevator and 
Flywheel. 





eee eee eee eee eee eee 





OFFICERS: 
Grorce F. Sewarp, President. 
Rosert J. Hriias, Treas. and Secy. Henry Crossiey, Asst. Secy. 
Frank E. Law, 2nd Asst. Secy. Epwarp C. Lunt, 3rd Ass’t Secy. 


COMPETITION LESSENED 


Th th Special Contracts that gad Solicitors from 
Goanputitien w with 7.5 Com 
Special Policy Ci 
licated. 








mpany Agents, and 
ontracts whose Original Superior Features are 


ANY BUSINESS IAN 


of Ability and se aie A who wishes to Establish Himselt in a 
Permanent Position with Iacreasing Iaceme, will be considered 
for Agency Work. Particulars on Application. 


The Fidelity Mutual Life 


Insurance Company of Philadelphia 


- ARTBRANDER 2 a 
Vice-Pre. 


L. G. FOUSE, 


President 











FOR ELEGANT EFFECTS IN FILLING OUT YOUR 
INSURANCE POLICIES 





E. A. BANSCHBACH, General Manager, 


150 La Salle Street, CHICAGO. 
MAIN 1422. (Employment Department.) 














Central Accident 


....Insurance Company, 
Park Building, PITTSBURG, PENN. 





Capital and Surplus over - - $200,000. 





SPECIALTIES: 
An Accumulative Combination Accident Policy --- The 
best policy written. 
New Plate Glass Policy---More definite and liberal than 
other policies. 


—_— 


The above contracts are che best to buy and the best to sell. 





AGENTS WANTED. 





COMMERCIAL 
UNION 


Assurance Company, Ltd., of London. 

















UNITED STATES BRANCH: WESTERN DEPARTMENT: 
Cor. Pine and William Sts., 315 Dearborn Street, 
NEW Y¥@RK, CHICAGO, 





The John Hancock Mutual Lite Insurance Company 


‘OF BOSTON, AXASS. 
S. H. RHODES, Prest.: ROLAND O. LAMB, Vice-Prest.; WALTON L. CROCKER, Sec’y. 


Issues the most desirable forms of Life, Endowment, Term and Install- 
ment Policies. Annual Dividends. Cash and Paid Up Values. 


The Most Liberal Conditions of Any Policy in the Market. 


’ See Our Policies and Terms Before Engaging Elsewhere. 


EXCELLENT AGENCY CONTRACTS AWAIT GOOD MEN. 


ROBERT K. EATON, Superintendent of Agencies, Boston, Mass. 
J. C. CAMPBELL, State Agent for Ohio and West Virginia, Board of Trade Building, 
Columbus, Ohio. 





CHAS. 8S. HOLLINSHEAD, E. R. DANNELS, Secretary. 
Presidens. M. JOS. NOWLAN, Asst. Secretary. 


FIRE INSURANCE ONLY. 


UNION-—OF PHILADELPHIA 
INSURANCE COMPANY. 


| INCORPORATED 1804. | | LOSSES PAID, $18,070,003.00. | 
HOWARD HUULER, Specal Agt., 
159 La Salle St., Chicago, 
Illinois, lowa and Missouri. 
G, 1. GORHAM, General Agent, 
St. Paul, Minn., 
Wisconsin, Minnesota and No. Michigan. 











Ve. JULEAIN, Opewmmsa yeti. 
M. F. GRIM, Special Agent. 
4914 N. Hight St, 


COLUMBUS, 0. 
OHIO, MICHIGAN and KENTUCKY. 


INCORPORATED 1851. 


THE BERKSHIRE LIFE INS. CO. 


PITTSFIELD, AKASS. 


WM. R. PLUNKETT, President. JAS. M. BARKER, Vice-President. 
JAS. W. HULL, Secretary and Treasurer. 





All policies now issued by the BerKsurreE give to the insured all the advantage 
of the perfected Non-forfeiture Law of Massachusetts. 


Before insuring your life or taking an agency, examine the new policy contract 
now being issued by the BERKSHIRE. 


R. W. TAYLOR, JR., Gen’! Agent Northern Ohio, JOHN A. RINGOLD, Gen’! Agent Southern Ohie 
315-316 Williamson Bidg., Cleveland. 14 Carew Bidg., Ctncinnati. 
WILLIAM D. WYMAN, General Agent for Iilinois, 
100 Washington St., Chicago. 


“SURPLUS LINES.” 


Associated Allied 


Underwriters. Underwriters. 
Aggregate Wealth of Underwriters Over $3,000,000. 
BOUGHAN & COMPANY, Atty’s and Managers, 


19 Liberty St., N. Y. City. 








A. L. McCRAE, Manager Western Dept. 
606 Association Bldg., CHICAGO. 





